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Nineteen Twenty-three completes the thirtieth year of this Company’s successful oper- 
ation and uninterrupted progress. To build a substantial service-giving organization, 
big enough to have unquestioned strength, but small enough to maintain close and human 
relations between the Home Office, the Field and its Clients, and to especially merit the 
patronage of the citizens of its Home State, is the already realized goal and ambition of 


the 
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GREATEST ILLINOIS COMPANY 


Tf? To men who are able to write good risks for good money, we offer a pleasant, {T) 


| © profitable and permanen t connec tion. We do not solicit sub-standard business. 
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Elgin —- Peoria — Springfield 


| Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 
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SAVINGS FEATURE IS 
ADDED TO GROUP LIFE 


Connecticut General Is Offering 
Endowment Conversion Privi- 
lege to Employers Covered 


METROPOLITAN ADOPTS IT 


Latter Company’s Plan Is Not Yet An- 
nounced—Is Finding Favor With 
Group Policyholders 

NEW YORK, Feb. 27 Che Con- 
necticut General, through its metropoli- 
Cook & Gud- 


insurance 


tan managers, Goulden, 


eon, is writing group with a 
special conversion clause in the policy 
the 


the 


which enables employe to save 


money through payroll deduction 


plan in connection with his group in- 
surance. The plan was initiated by the 
New York 
written generally by the agencies of the 
The 
nated when a big group policy was writ- 
ten in Delaware by the addition of this 
thrift feature, after nearly every group 
writing company in the United States 
had failed to close the risk. The Metro- 
politan Life is said to be the carrier on 
the Delaware case and within the next 
week or ten days will announce its 
group and thrift combination plan, simi- 
lar in general to that of the Connecticut 
General. 


Managers and is not being 


Connecticut General. idea origi- 


Plan Is Made Elective 
Goulden, Cook & Gudeon have been 
writing group insurance on this basis, 
making it elective with each employe 


as to whether he should add the thrift 
feature to his group policy. They re- 
port that they have had no difficulty in 
writing 75 percent of the emploves un- 
der group policies on this plan. The an- 
nouncement to the emploves who are 
under a group policy reads in part as 
follows 

“You have the privilege of securing 
without examination a regular endow- 
ment policy for 10. 15 or 20 vears. You 
will not he compelled to pay the stand- 
ard rate for this improved policy. You 
need only the difference hetween 
what vour emplover now pavs and the 
rate of the endowment nolicv vou select 
As long 
this low rate will be vours 
vou mav continue the policy 
ular will be 
cash value. 


pav 


as vou are with vour emplover 


After that 


rate or you 


Example Is Given 


“An examplk If vou are 30 vears of 


ge the rate for a 20-vear endowment 


vould he $41.09 per thousand Your 
emplover now pavs $8.30 per $1.000 for 
enn aoliey. so the net coat tn 

u but $32.79. You would 


ranteed $1.000 in cash and 





in 20 y 


irs 


insurance teature increases annu- 


with the full amount of the excess 
vment of the Thus in case 
of the policyholder'’s death, the benef 


employ ce 





BIG DENVER CONGRESS 


——_— 


DARBY A. DAY IS HEADLINER 
Notable Program of Instructive and 
Inspirational Addresses Before 
Colorado Association 





CYRUS K. DREW 


Feb 26 rhe 
ourth annual ongress ot the 
Colorado Association of Life Under- 
writers was the greatest of them all, due 
Darby A 


ni 


DENVER, COL., 


saics ( 


chiefly to the inspiring part 


Day of Chicago played in the program. 
Others shared the honors but to Mr. 
Day goes the chief credit for making the 
event one ot tremendous value to the 
fortunate ones present In rare good 
form Mr. Day spoke on three separate 


occasions, giving three entirely different 
talks, in all a matter of approximately 


tour hours of intensive personal punches 


about life insurance selling and service, 
delivered in forceful, gripping stvle. (A 
turther review of Mr. Day’s Denver 
addresses will be found on page 31 of 


this issue.) 


Had 500 in Attendance 


The meeting lasted all day Friday, 
with a banquet and program that ended 
at 10 p. m. that night. There were 500 
agents during the | 
and 50 at the di 


W. W. Wi 


present DuUSINess ses- 
! 


sions Inet President 


nne of association shone 
‘ 


n every part, being a speaker of virile 
force and charn Harry W. Wood 
acted as general chairman, the atter- 


session being under F. W. Persons 
Mr. Winne was toastmaster 


part 


noon 
ot Boulder 
at the 


banquet, the being 


urt A 


evening 
Sx hroeder 


under Secretary ( 

There were many outstanding tea 
tures of value. Prof. J. E. Bentley of 
the University of Denver, chiet instru 
tor in the life insurance salesmanship 


school of that university, presented a 


wonderful talk divided into two parts on 


the “Science of Human Behavior” being 
a on-technical study of psychology 
affecting the selling of life insurance 
In a ringing message for the need of 
more sentiment in selling life insurance 
General Agent Joseph J. Davis of the 
Bankers Life scored heavily Louis H 
Baine of the National Life of Vermont, 
one of the instructors in the life sales 
school, made a big hit with his talk on 
“What the Knowledge of Life Insur 


Means to You.” 


Needs” 


Functions 
Discuss “Life Insurance 


1. Stanley Edwards led the discussion 
I Life Insurance Needs,” three topics 


bei discussed by Guy Fitzsimmons, 


‘ Life Insurance to Educat the 
( Idret Santord Stewart on “Life 
Insurance to lift the Mortgage.” and 
Mr. Ed ds “Life Insurance to Pr 
ct Credit 
rt) Ss (yy I gal general age ( the 
] ] Nati | ite e ¢ the 
4 . re .. tine out 
effes closing stubborn cases 
< T will receive the i t o the 
re up ponhcy plus the al unt of! ll 
payments made by the employe 
The full disability feature is included 
in the policy A commission is paid to 


the agent securing each conversion 








MAY LEAVE THE FIELD 
REPORT ABOUT E.S. ALBRITTON 


Well Member of General 


Agency Firm Said to Be Going 


Known 


to Jefferson Standard 





EE. 8. ALBRITTON 
Jefferson Standard Life. Mr. Albritton ts 
out of the city and Mr. Weems would 
not comment on the report. It is under 
stood here the change will be made in a 


Mr. Albritton is president 
lexas Association ot | it 
and one of tl 
field here 
general agency firm 
Minnesota Mutual 


upwards ot 


short time 

ot the North 
Underwriters 
Insurance 
the 

vice-president of the 
m Dallas He pre duces 


ures in the 


betore entering 


$1,000,000 a vear personally 
s the proper use < many ot the stand 
rd clauses in the policy contract 
\n interesting new feature was the 
nnouncement that the association will 
rive 1zZ¢s the best indiv dual 
eC | d-fe lite surance in 1924, 
| ting agents competing Che 
t ) st ! < the ( < with 
] est vol ‘ irgest number ¢ 
) t : ni p es will »« 
envrave silver oe ie to he ( 
‘ Cac \ if yners! Dp to 
es lishe ee ecutive wu 
re ( ( ent Only men 
the ( re llowed to 
Agency Meeting at Los Angeles 
The Northern Life of Seattle has a1 
ul 1 that it will hold its 1924 agency 
‘ s Angeles during the same 
t ‘ s the nua < vention of the 
\ssociati ot ] Y Under 





MUTUAL BENEFIT WINS 
ITS INCOME TAX CASE 


Decision Is of Interest to All the 
Life Companies of the 
Country 


POSITION OF THE COMPANY 
Judgment of Over $83,000 Was 
Awarded Which Had Been Paid 


Under Protest to Government 


Feb. 27.—Life 


country 


com 


YORK, 


nv officials throughout the 


“ learn with the utmost interest of the 
recent opinion of the United States dis- 
trict court, sitting at Trenton, in the 
case of the Mutual Benefit Life vs. 
Charles \ Duffy, collector of internal 
revenue By virtue of the decision, the 
plaintiff company was awarded judg- 
ment for $83,779.70, paid by it under 

otest as excess war profits tax in 1920 
winder the act of 1917. While the action 


was ¢ Mutual Benefit 


Life individually, other companies, stock 


onducted by the 


as well as mutual, will be favorably 
ffected by it, and if the opinion of the 


listrict court be upheld by the Supreme 
the United States, to which it 
granted the revenue author- 
all companies that have 
entitled to proper 
vd What the aggregate of such 
funds amounts to ts not definitely 
known, though it is figured it will reach 
several million dollars The Mutual 
) regarded as a test, no 
filed by any 
involved 


all 


taken tor 
ties will appeal 
id the tax will be 


Bene t case 15 


similar action having been 
he 


are applicable practically to 


ther company msues 


othces. 
Opinion of the Court 


In rendering its opinion the court held 


n part The plaintiff's assets consist 
solely of these premiums, the investment 
theres and the income derived trom 
these investments Inasmuch as the 
stipulated uniform premiums are in ex- 
ce of the cost of insurance during the 
earlier years of the policy, and not 


the cost of the insur- 


ance during its later years, a portion of 
t excess is by law required to be set 
aside and held as a reserve to maintain 
the uw ! ce during the later vears At 
he end of each year the excess of 
ne over disbursements 1s ascer 
ed nd, after applying so much 
ther s is required for the increase 
egal reserve and an additional 
1 t care for unanticipated losses, 
expenses, and shrinkage of earnings, an 
1 safeguard of the stability and 
1 t of the legal reserve the bal- 
returned to the policyholders as 
lividend or credit upon their net 

] premiums.’ 


Deduction Is Basi« of Suit 


Under the provisions of Title 1 of the 
revenu act ot September 5, 1916, as 
( led by Title L of the act of Oct. 
1917, the plaintiff filed an income tax 
return tor the vear 1917 showing a net 
ncome of $1,808,339.33 and paid a tax 
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of $108,500.36. In this return was in- 
cluded all the interest obtained from its 
securities not specifically exempt from 
tax. Under the provisions of Title 11 
of the last mentioned act, the plaintiff 
also filed an excess profits tax return 
for the year 1917 showing, on its basis 
of computation, that no such tax was 


due. In this return it declared its in- 
vested capital to be $202,685,846.45, 
which included its legal reserve of 


$186,258,796. Thereafter on June 10, 
1920 the commissioner of internal reve- 
nue amended the excess profits tax 
return, deducting only $14,719,043.76 as 
such capital, and imposing the excess 
profits tax sought to be recovered in 
this suit. This deduction, or non-allow- 
ance, is the basis of the plaintiffs suit.” 


Contention of Government 


The contention of the Government 
was that the legal reserve of a mutual 
insurance company cannot be its in- 
vested capital because it does not belong 
to it, but to the policyholders. 

Concluding its lengthy opinion of the 
case the court held that “at the be- 
ginning of the year 1917 the Mutual 
Benefit Life had invested capital within 
the meaning of the revenue act of Oct. 
}, 1917, exceeding the sum of $25,500,000. 
As it is conceded that if such capital 
ever reached that sum, no war excess 
profits tax was due from the plaintiff 
for the year 1917, the motion to dis- 
miss the plaintiff's complaint must be 
denied, and under the stipulation be- 
tween the parties, the plaintiff is entitled 
to judgment for the amount claimed.” 


FORM NEW CHICAGO COMPANY 
Underwriters Mutual Only Colored 
Company in Illinois Writing In- 
dustrial and Ordinary 

The Underwriters Mutual Life of Chi- 
cago has just been licensed and has re- 


ceived its charter from the Illinois de- 
partment. It is the only colored com 
pany in Illinois that writes industrial 
and ordinary life insurance. The new 
company was formed by the manage- 
ment of the Underwriters Mutual In- 


This organization 
191% and has been writ- 
ing both industrial and commercial 
health and accident policies. The Un- 
derwriters Mutual Life is capitalized for 
$100,000 and is selling the shares at one 
and one-} 
$5. Thus, the Underwriters Mutual Life 
becomes a life insurance running mate 
to the Underwriters Mutual Insurance 
Company. The latter organization made 
remarkable progress during 1923 It 
showed a gross income of $103,759.16 
and an increase in business of 115 per- 
cent 

The company 


surance Company 
was founded in 


had an increase in pre- 
miums over 1922 of 68.45 percent, an 
increase of 29.99 percent in gross assets 
und an increase of 26.23 percent in sur- 
plus. The U Mutual is one 
f the few negro companies in Illinois. 
With the addition of the life insurance 
running mate, the Mutual 
will make a strong bid for colored busi- 
ness in Illinois. The present officers of 
the Underwrit Mutual Insurance 
Company are J. H. Bowser, president: 
J. E. Mitchem, secretary; William J. 
Wright. treasurer and general manager 
Lewis FE 1, and 
W.A., I 


nderwriters 


Underwriters 


ere 


lm hnson, general counse 


dri . medical director 


Is Organizing Chicago 


W. W. Willis, the new Chicago man- 
ger of the Connecticut General Life. 
has now gotten his office in shape and 
will start to build an organization. Mr. 
Willis was formerly manager of the 
Travelers at Indianapolis. In Chicago 
he will build not only an agency organ- 
zation, but will go after brokerage busi- 
ess on the standard plan. The Connec- 
ticut General writes sub-standard busi 
ness, group accident, health and life, and 
regular accident and health Mr. Wil- 
lis sa that the Connecticut General ts 
ing to make itself felt in Chicago 














SAME TAX CONTINUED 





INCLUDED WITHOUT CHANGE 





Proposed Internal Revenue Law In- 
cludes 1921 Insurance Provisions 
Without Amendment 





WASHINGTON, D. C., Feb. 26.— 
The insurance provisions of the present 
internal revenue law, transferred with- 
out change to the Revenue Act of 1924 
(Mellon plan), were approved by the 
house of representatives, in the commit- 
tee of the whole, last week. A plea for 
their retention without amendment was 
made by Representative Tilson of Con- 
necticut, a member of the ways and 
means committee, following a reference 
by Representative Treadway of Massa- 
chusetts, also a member of the commit- 
tee, to the complicated language of the 
bill now pending. 


Phraseology Difficult 


as it appears 


“I think the phraseology 
242) 1s prac- 


under this section (Section ‘ 
tically the same as originally written 
in the income tax law of 1921,” said Mr. 
Treadway. “It has not been revised or 
changed by the ways and means com- 
mittee, and one reason why it has not 
been revised in any sense is that it seems 
to be practical in its working methods. 
I admit to rather a density of under- 
standing, particularly of legal phrases, 
and therefore I inquired as to just what 
the provisions of the insurance sections 
did, but | was unable to find out. No 
one except the experts in the depart- 
ment actually know what these provi- 
sions in this section accomplish. It is 
another illustration of the impossibility 
of the accomplishment of simplification 
of tax expressions; the whole law is full 
of very difficult language to compre- 
hend. That not only applies to the law 
itself but to the efforts we have made 
to simplify the forms of returns. The 
returns, unfortunately, after this bill be- 
comes a law will be almost as compli- 
cated as they are now. We simply have 
to follow the phraseology of the experts, 
follow the original writing of the para- 
graph, supplemented by the rulings of 
the department.” 


Accepted Without Change 


The congressmen accepted the advice 


. . | f 
alf for one with a par value of | ® Representatives Treadway and Tilson 


and the insurance provisions reterred to 
were accepted without amendment. In 
practically every other section of the 
bill amendments were offered or provi- 
sions discussed. No further effort was 
made to talk about the insurance pro- 
visions than the remarks of the men 
quoted. 

Representative Kindred earlier in the 
week offered an amendment to exempt 
“premiums paid on life, sick benefit, and 
annuity insurance policies the face value 
of which shall not exceed $10,000 at ma- 
turity. This, however, was rejected. 

Farmers’ or other mutual casualty and 
mutual life insurance associations will 
be relieved from the payment of the tax 
on corporations under an amendment 
proposed by Representatives Dickinson 
of lowa and Johnson of Texas, and 
adopted. Paragraph (10) of Section 231, 
which section defines the organizations 
which are exempt from the 12% percent 
corporation tax, has been rewritten, as 
follows: 

“(10) Farmers’ or other mutual hail, 
cyclone, casualty, or fire insurance com- 
panies, mutual ditch or irrigation com- 
panies, mutual or cooperative telephone 
companies, or like organizations, and 
also benevolent mutual life insurance 
associations not operating for profit 
whose business is purely local and 
wholly for the benefit of its members; 
but only if substantially all the income 
consists solely of amounts collected 
members for the purpose of 
meeting losses and expenses.” 

The paragraph as adopted is some- 
what different in form from the draft 
originally presented to the House. At 
first it was provided that these corpora 


sole 


Irom 





OPEN CANADIAN BRANCH 





NEW MOVE BY METROPOLITAN 


Vice-President A. F. C. Fiske in Charge 
at Ottawa—Other Promotions 
Announced 





NEW YORK, Feb. 27.—Changes of 
importance in the executive staff of the 
Metropolitan Life and in its business 
policy were decided upon at a meeting 
of the company’s directors yesterday. A 
head office for handling Canadian busi- 
ness is to be established at Ottawa, 
equipped with all the facilities of an in- 
dependent company. A. F. C. Fiske, 
newly elected third vice-president, will 
have charge of Canadian operations, 
and will have the help of a trained ex- 
ecutive office and field staff. The medi- 
cal department will be supervised by 
Dr. John N. Coolidge. Louis J. Schmoll, 
as assistant secretary, will look after the 
ordinary business. James B. Woodcock, 
as superintendent of agencies, will have 
charge of the field west of the province 
of Quebec, while George Doyon con- 
tinues as superintendent of agencies 
with jurisdiction over Quebec and the 
maritime provinces. 


Fiske’s Successful Career 


Mr. Fiske is a son of President Haley 
liske, and has made good successively 
asa soliciting agent for the Metropoli- 
tan, its manager at Fall River and 
Providence and superintendent of agen- 
cies, first for New England and later 
for New York state. Like his father, 
he is a man of energy and intense en- 
thusiasm. Dr. Coolidge has been upon 
the home office medical staff of the 
company for 25 vears. 

Of the $3,500,000,000 of life insurance 
in force in Canada, about one-third is 
carried in companies of the United 
States. In the country the Metropolitan 
Life has nearly 2,000,000 policyholders, 
with $526,000,000 of business in force. 


Other Changes Announced 


Other changes on the executive staff 
determined upon were the advancement 
of Henry E. Bruere from a fourth to a 
third vice-presidency, the appointment 
ot William C. Fletcher as an assistant 
secretary and of Edwin W. Kopf as as- 
sistant statistician. 

a F< 


Following the promotion of 
Fiske, the New York field has been di- 
vided into two districts, the metropoli- 
tan and the balance of the state north 
of Westchester county, the former em- 
bracing as well Long Island and north- 
ern New Jersey. As superintendent of 
agencies, James P. Bradley will have 
charge of the metropolitan field and 
Frederick J. Williams, with like title, 
the New York state territory. Harry 
D. Wright, recently in charge of the 
middle west, will have jurisdiction of 
the middle Atlantic field, while Fred- 
erick K. Taylor will be transferred from 
the Toronto district to the superintend- 


ency of the middle west territory. 


tions should be exempt from the cor- 
poration tax “if the principal source of 
income consists of amounts collected 
from members for the sole purpose of 
meeting losses and expenses.” 


Question Use of “Mutual” 


to that language 
would open the 
Representative Chindblom 
member of the ways and 
means committee, declared that the 
word “mutual” does not mean anything 
particularly, because some of the old- 
line companies are mutual. It was held 
that the word “principal” would be ap- 
plicable to where 51 percent of 
the corporate income came trom. pre- 
miums; the word “substantially” would 
be construed to mean 90 percent 

There was some objection to exempt 
ing mutual life companies, but finally 
the amendment was adopted by a vote 
ol OS to &7. 


Objection was made 
on the ground that it 
doors wide. 
of Illinois.a 


cases 





NOTICE OF PREMIUMS 
PHILADELPHIA LIFE IN SUIT 


U. S. Court of Appeals Decides Checks 
Postdated May Be Presented 
Within Reasonable Time 


The United States Court of Appeals 
has rendered a decision in the case ot 
the Philadelphia Life vs. Hayworth. 

Plaintiff sued as the beneficiary 
named in an insurance policy issued by 
defendant on Sept. 24, 1920, at which 
time the insured paid the first annual 
premium of $108. The second premium 
was not paid when it fell due, and the 
policy became forfeited. On Nov. 12, 
1921, the insured furnished defendant 
with an acceptable health certificate, 
paid $27.33 in cash and gave his three 
promissory notes of $25, each payable 
on the 24th days of the succeeding De- 
cember, March and June respectively. 
In each of the three premium notes 
there was a clause reciting that if the 
note were not paid upon maturity or at 
the expiration of any period to which it 
might have been extended the poticy 
should lapse. The note falling due on 
March 24, 1922, was not paid, and the 
policy was thereby again forfeited. On 
May 8, 1922, the defendant received from 
the insured an ac ceptable health certifi- 
cate and a check for $25.60, post-dated 
June 6, 1922, for the overdue note and 
interest. On May 11, 1922, the defend- 
ant accepted the health certificate, rein- 
stated the policy and agreed that the 
time for the payment of the note was 
extended to June 6. On June 7 defend- 
ant deposited the check and mailed the 
note to the insured. The check reached 
the plaintiff's bank on June 9 but pay- 
ment was refused because of lack of 
funds. When the bank closed on June 
6 the insured’s balance was only $1.22. 
The check was returned to the defend- 
ant on June 21, and on the 22nd defend- 
ant wrote the insured that the check 
was not paid, and that the policy had 
lapsed, but before the letter reached 
him the insured died. 

The plaintiff contended that since the 
check was post-dated, it was not pay- 
able on demand, and therefore the 
North Carolina statute required that it 
be presented on the day of its date, 
which was not done, and also that the 
statutes required that life insurance 
policies should not lapse within one 
vear after default in payment of premi- 
ums unless written notice be first served 
on the insured and that no such notice 
was given 

Held: The statute provides that in- 
struments pavable on demand may be 
presented within a reasonable time after 
their issue, and in that respect there was 
no difference between a_ post-dated 
check and any other, and the defendant 
could not be charged with laches when 
it presented the check during banking 
hours on June 7. The insured could not 
claim that he made a tender unless he 
had the money to meet the check just 
hefore the regular closing time of the 
hank. When defendant returned the 
plaintiff's note the check was retained 
as a substitute and not as navment, and 
until the check was noid the note was 
in force. The furnishing of a health 
certificate by the insured was strong 
evidence that the forfeiture provisions 
of the policy had been called to his at- 
tention and that notice was sufficient 
within the statutory requirements. 


Prudential Conference 


The leadership conference of the Pru- 
dential will be held at the home office 
March 5-7 and several hundred leaders 
of the company from all over the coun 
try will be in attendance. 


—_———_—_ 





HW. PF. Cunningham, vice-president of 
the Montana Life, who makes his head- 
quarters in Helena, Mont., will visit 
seattle on Feb. 22 
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IOWA COMMISSION HAS 
APPROVED THE MERGER 


Royal Union Mutual and the State 
Life of Iowa Will Be 
Consolidated 


OTHER STATES FAVORED IT 


Combined Company Will Work Out 
Financial Plan to Take Care of 
the Policyholders 


27.—The 


DES MOINES, IA., Dec. 
state commission has now approved the 
merger of the Royal Union Mutual Life 
and the State Life. 


composed of Gov. N. E 


The commission is 

Kendall, Insur- 
R. Kendrick and 
Gibson. 


ance Commissioner W. 


Attorney General B, J. 


Last week Commissioner Bullion of 
Arkansas, Commissioner John M. Scott 
of Texas, Actuary Robert E. Daily of 
Missouri, Superintendent W. R. Baker 


vf Kansas addressed the Iowa commis- 
sioner regarding the consolidation, stat- 
ing that immediate action must be taken 
in order to protect fully the interest of 
the Royal Union Mutual Life’s policy- 
holders. They stated in their commun- 
ication to him that the contract of con- 
solidation was fair and equitable and 


will protect the policyholders of the 
Royal Union Mutual against loss. The 
signers said that they could give this 
contract their fullest approval and 


recommended to the Iowa commission 
that it approve it. They also stated that 
they will cooperate in every possible way 
in assisting the consolidated company in 
its efforts to rehabilitate the present 
assets of the Royal Union Mutual Life. 


Report Not Vet Filed 


The Kansas, Missouri and Iowa de- 
partments have been conducting an 
examination of both companies but their 
report has not yet been filed. 

It is stated that some of the commis- 
sioners declare that a contingent liability 
exists with respect to deferred dividends 
that have been earned and that will 
become due hereafter that have not been 
reflected in the financial statements of 
the Royal Union Mutual. It has been 
stated by some of the insurance com- 
missioners who have been watching the 
deal that the Royal Union Mutual has 
been paving too large dividends an 
thev have not been earned. 

The Royal Union Mutual is a semi- 
stock company inasmuch as the holders 
ot the guaranty notes constituted the 
chief officers and management 


Concentration of Loans | 


Complaint has been made that $9,- 
500,000 of its assets are in farm mort- 
gages and two thirds of this is invested 
in the so-called South Dakota Rosebud 
district and in the adjacent counties of 
Nebraska south of the line There 
however, is no indication that there has 
een any great depreciation in this prop- 
erty, but the feeling is that too much 
habilitvy has been concentrated in a 
single district The assets to some ex 
tent are off but the deficit can be 
nat dled 


Value of the Busines« 


Those who have gone into the con 
lition say that outside of the $100,000 
“uaranty fund notes the 
release from all obligations is worth 
bout $900,000. In the contract for con 
solidation the Roval Union Mutual guar- 
nty holders promise 
n payment of their 
lidated company 


business and 


to take anv assets | 
claim that the con 


will decide on. Some 


t the assets of the Roval Union Mutual 
re not hauid and payment is likely to 
« made therefore from that class Che 


rst payment will be made March 1, 


LIFE 





IN SURANC FE 





EDIT 1ON 





exclusive in- 
United States 
rennes- 


opposite the $2,- 


is one of the handsomest 
surance buildings in the 
rhe location is adjacent to the 
see Memorial Park 
000,000 Tennessee War Memorial build- 
ing, now under construction, and will 
add much to the beauty of this Splendid 
state civic center It occupies t the heart 
of the latest “building” and construction 
center of busy Nashville 

Che building is designed in the classi- 
cal order to harmonize with the mem- 
orial building and park project and at 
the same time to express its purpose as 


the home of a great insurance insti 
tution 
On the main floor are suites for the 


and it is understood that the present 
Roval Union Mutual officers will use 
that to purchase the office building 
rhe State Life it is said here is fully 


meet all the terms of the 
will effect the 


prepared we 
contract and 


at once 


consolidation 


Is Quasi-Stock Company 


The general impression prevails here 
that President A. C. Tucker of the 
State Life will be able to work out the 
Royal Union Mutual deal along lines 
that will be advantageous to the policy- 
holders of both companies. 

The Royal Union Mutual operated 
strictly as a mutual company until 1897 
under the authority of Chapter 5 of the 
code of 187 In 1897 the company 
amended its articles of incorporation in 
such a manner as to place the control 
in the hands of the shareholders of the 
guaranty fund which is equivalent to 
stock control. The Roval Union Mu- 
tual in its reincorporati on came under 
Chapters 1, 5, and 6. Chapter 1 author 
izes the organization of corporations 
tor pecuniary profit. Chapter 6 governs 
the incorporation of stock companies 
and Chapter 5 of mutuals. The Royal 
Union is something of a hybrid organi 
zation and has sameied the status of 
a quasi-stock corporation 


Advantages Are Seen 


The insurance commissioners who 


have favored the 


’ 


merger claim that It 
will be advantageous to policvholders 
because of lower overhead expense 
more effective or ganization, greater et- 
ficiency in management and _ greater 
savings in mort lity. 

The share! 
fund in basing their 


t the uaranty 


M« Iders o 
claim on the com 


pany figured that in addition to the 
guarantv fund itself ene were past 
dividends and accumulated interest due 


them Thev also 
policvholders and 
other claims and 


agreed to release the 
purchasers from all 
oblications due or to 
hecome due them The deferred divi 
dend installment payments amount to 
$990,000 and spread over 14 years. As 









The new $750,000 home of the Na- 
tional Life & Accident at Nashville, 
Tenn., which was dedicated last week, 


president, vice-presidents, secretary and 
? 


treasurer, legal counsel and medical 
director, directors’ room and fire and 
urglar proof vaults The upper floors 


current business of the 
issuing of policies, auditing 
| accounting and various other neces 


are used for the 


company, 





sary de nts The fifth floor con- 
tains in n to the working space, 
in emergency hospital fully equipped 


It is planned to provide a cafeteria and 
room tor the use of the em- 
auditorium tor 
ings of agents is included, and a 
itemplated. 


recreation 
special gather 
root 


moves, an 


garde n is col 


The building is fully equipped me- 
chanically An electric generating plant 


shareholders of the 
accept in pay- 
assets of the 
investment 
was 


has been stated the 
iranty fund agreed to 
ment any of the present 
company at the book or 
value at the time the company 
over 





taken 
FROMOTIONS HAVE BEEN MADE 


Massachusetts Mutual Life Announces 
Some Advances of Men That 
Have Been Successful 


Massachusetts 


five vears previous to his election to his 


inager of the re- 


ac¢ 
' oS 


iger in the department 

' , 
vel has been chosen manager 
the ctuarial department He went 


with the company in 1910 and has heen 


was the highest 

the experience of the company Last 

vear the actual mortalitv was 60 per 

with risks selec 
ne 


¢ recent screntine con 


tions was 503 percent 


NATIONAL LIFE AND ACCIDENT'S BUILDING i) LEGISLATIVE PROBE 


IN IOWA EXTENDED 


| General Inquiry Into Insurance 


Practices in That State Is 
Now Proposed 


SCOPE GREATLY WIDENED 


Senate Extends Department Probe to 
Cover Business Itself and 
Considers New Laws 


DES MOINES, IA., Feb. 26.—The 
scope of the senate insurance investi- 
gation, which was undertaken recently 


under a resolution calling for an inves- 
insurance depart- 
widened Dy an 
include an in- 


tigation of the Iowa 


ment, has now been 


additional resolution to 


vestigation of general insurance prac 
tices and it is expected that the legis- 
lature will be presented with a series 


of proposed insurance laws to give the 
insurance department increased power, 
among these being a fire insur- 
rating bill, Charges ot amy yt 
ties, particularly in the mergers and | 

quidations of the past few years, ate 
been passed freely and the entire insur- 
ance situation is now holding first place 
in the lowa legislature 


chiet 


ance 


sessions of tne 
Clean Bill for Department 


It appears that the insurance de 
t will be given a clean bill of 
estigation was 
started upon  comelaiat of certain trans 
actions in the department, and the et 
ncentrated upon 
the insurance business itself, fire, casu 


alty and life 


New Laws Recommended 





During the hearings which the senate 
investiga ive been hold 
ng, Att bson called the 


weak 
Oo not 
partment authority 
many transactions 
on thus made the 
whicl 
lature 


e to the 





Attorney 
following 
the present 
should enact 
1. A law under whic 
trolling the expenditures of 
should be given the c 


to include the 


suggestions laws ’ 


session of the legis 
-h power of con 
companies 
mmissioner, this 
item of salaries of officers 
2. A law under which the reserves 
< fire companies can be more caretully 
supervised by the commissioner, on a 
hat in use with life 
insurance companies, which are required 
th the Sasest 
of Assets 


Permit Examination 


A law 


to permit thorough exami 
ts of all companies and 





provide a ans of investigation of the 
tual value of mortgages and other se 
curities deposited with the insurance 
ac irtment 
{ \ law under w h a commis 





‘ 
it where there 
? ement to 

OV 7 or 


rs of stock companies as well as 





mutual comp anies 
. 4 te he insur 
iw ¢ give the s 

‘ rtre ; more } v , 
ship 11 t possibly one sin 
] to that whicl kes the superin 
tendent banking tl receiver for 
‘ , 

: < 

Merger ltestigated tevestigation 

TT? ‘Ste " , . , } . . set 

The senate investigation began wit 
the res rt ’ ulling fof an investiga 
t ‘ the insurance department, ar 

terowth <« the receivership proceed 
ings against the North American Na 
' 1 Fire. in which Commis Ken 
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drick and Attorney General Gibson re- 
sisted the proceedings brought by John 


A. Thompson, a Des Moines stock 
broker. Senator Browne, who pre- 
sented the investigation resolution, 


charged that surplus had been reduced 
from $285,219 to $162,917 and demanded 
an explanation of the reason for the 
department’s failure to act. Commis- 
sioner Kendrick, however, said that his 
department had no jurisdiction of divi- 
dend payments except to see that assets 
were not depleted more than 20 per- 
cent. He said that as long as solvency 
was not affected, the department had 
no jurisdiction under the present laws. 
Charge Stock Raiding 


Testimony brought out at the senate 
committee hearings indicated that much 
of the difficulty resulted from stock 
raiding schemes and certain senators 
claimed that Mr. Thompson, who was 
seeking the receivership in the North 
American National case, was the prin- 
cipal in practically all of the recent 
mergers and liquidations in the state. 
It was claimed that either Mr. Thomp- 
son or his clients figured in the attempt 
to secure liquidation or merger in the 
case of the Hawkeye Securities, North 
American National, Globe National, 
Des Moines Life & Annuity, Federated 
Fire Reinsurance, Iowa National Fire, 
Central National Fire and lowa Bond- 
ing & Casualty. One senator charged 
that the stock raiders would circulate 
reports of insolvency about the com- 
pany, proceed to buy the stock at the 
low mark and press liquidation in order 
that they might profit from the differ- 
ence between the market value and the 
book value. It is said that in some 
cases this was even done with com- 
panies which these individuals had pro- 
moted in the first place. One case was 
also cited of the officers of a company 
making personal profit of $100,000 on 
the sale of a building from one company 
to another; the same men being officers 
of both organizations. 


Seek General Investigation 


As a result of these disclosures an- 
other resolution was presented which 
extended the scope of the committee 
to an investigation of general insurance 
practices. Particular reference was 
made to these recent consolidations 
and liquidations and the resolution also 
pointed to the practice among fraternal 
organizations, asking an investigation 
of the rerating plans which are now 
being carried on by several fraternals. 

It has been suggested on some sides 
that the entire affair is a part of the 
program of the stock raiders to cause 
a slump in stock values, in order that 
they might buy in on the companies. 
They claim that the investigation of 
the senate was instigated for this reason. 

An effort to get evidence from Senator 
C. S. Browne as to the source of his 
information that the lowa insurance 
department needed investigation resulted 
in failure Saturday afternoon when that 
gentleman appeared before the special 
committee commissioned by the senate, 





in response to a subpoena served on him | 


the day before. He was asked to tell 
fellow senators in his own language the 
source of his information and why he 
deemed it necessary to investigate Com- 
missioner Kendrick and his department, 
but he submitted a brief to the com- 
mittee which but repeated his previous 
charges 

Senator Browne has 
committee to appoint a competent in 
surance attorney to be paid by the state 
to aid him in producing evidence to the 
committees The investigation thus far 
largely centered in the affairs per- 
the attempted receivership of 
the North American National Fire. It 
is admitted that Commissioner Kendrick 
has been completely vindicated in the 
part he took in that but it is the 
purpose of Senator Browne to give the 
whole insurance situation in Iowa the 
“once over,” and that was doubtless the 
object of the McIntosh resolution which 
was dropped into the hopper in the hope 
of helping Browne out of a hole The 
case thus far developed has rather been 


asked the special 


has 
taining to 


case 


an investigation of the stock broker 
business as carried on by John A 
Thompson This investigation has be- 








LIFE INSURANCE-TRUST COMPANY SERVICE 


M. Albert Linton Compares Estate Method and Insurance 
Trust Method 


ton of the Provident Mutual Life 

addressed the Philadelphia Life 
Underwriters’ Association at its last 
meeting on “Life Insurance and Trust 
Company Service.” In that address he 
outlined the relative merits of the serv- 
ices of the two types of institutions 14 
the administration of the proceeds ot 
life insurance policies, and stressed how 
important it was for the life insurance 
man to be familiar with the service ren- 
dered by the modern trust company as 
well as with the service rendered by his 
own company. Many of the points made 
were those set forth in his article printed 
by the National Association in its book- 
let having to do with the common in- 
terest meetings on life insurance and 
In his Philadelphia ad- 


Viton of the Provid M. Albert Lin- 


trust services. 

dress, however, Mr. Linton went more 
fully into the details of the insurance 
trust. He has summarized the points 


made as follows: 


Primarily for Large Amounts 


The importance of having the pro- 
ceeds of life insurance policies adminis- 
tered by a trust company, rather than 
by a life insurance company under the 
options, increases with the amount ot 
insurance involved. When the amount 
involved is substantial—certainly when 
it aggregates $50,000 or more, and fre- 
quently when it aggregates less—the 
service of the trust company should be 
most carefully studied in the light of the 
contingencies to be covered. The fact 
that the trust company can exercise dis- 
cretion in the handling of the funds, 
whereas the insurance company can not, 
is exceeding important when the con- 
tingencies to be met are complicated. 
\lso where there are large amounts of 
insurance, policies in several companies 
are likely to be involved. By utilizing 
the insurance trust plan, all of the poli- 
cies may be brought together and han- 
dled as a unit. Anyone who has at- 
tempted to work out a comprehensive 
settlement plan for a policyholder hav- 
ing policies in several companies will at 
once realize the advantage of being able 
to prepare a single paper relating to all 
the insurance, as compared with the sets 
of option papers in the different com- 
panies, one for each policy. Moreover, 
other kinds of property as mortgages, 
securities or even real estate may be 
merged in the settlement with the pro- 
ceeds of the life insurance policies and 
the whole handled as a unit. 


Placing Funds With Trust Company 


Generally speaking, there are two 
ways in which the insurance proceeds 
may come into the hands of the trust 


company. One is by making the pro- 
ceeds payable to the executors, adminis- 
trators or assigns of the insured and 
then having the proceeds administered 
by the trust company under the terms 


of the insured’s will. For convenience 
we shall call this the estate method. 
The other is by having the proceeds 


made payable to the trust company by 
the terms of the policy, using either the 
beneficiary clause or an assignment 
form, accompanied by a deed of trust 


which sets forth the manner in which 
the insurance proceeds shall be handled. 
For convenience we shall call this the 
insurance trust method. It should also 
he stated that where the words “trust 
company” are used in this article they 


are intended to include also such insti- 
tutions as national banks which have 
departments for the handling of trusts. 
Method 


Disadvantages of Estate 


When the 


proce¢ ds by 


handling of life insurance 
trust companies has been 


come the central attraction in the state 
j} capital and the committee sessions have 
attracted so great an attendance that 
a larger room has been provided It 
now appears that it will be a long, 
drawn-out affair 


= — ui} 
J} under discussion by insurance men, it 
|has frequently been assumed that the 
estate method of placing the funds in 


be used. There are, however, several 
disadvantages to this method as com- 
pared with the insurance trust method 
and it is well for insurance underwrit- 
ers to have them in mind. In the first 
place the settlement is subject to delay 
owing to the necessity of probating the 
will and going through the formalities 
mvolved in scttling the estate. Then 
there are the lcyal tees, court costs and 
other charges incident to the handling 
of the estate. Also it is possible that 
the will may be contested, introducing 
further delay or possibly a change in 
the desired method of distribution. Fi- 
nally the $40,000 exemption of life in- 
surance tor estate tax purposes does not 
apply to insurance paid to the estate of 
the insured. 


Advantages of Insurance Trust Method 


Although the insurance trust idea is 
guite old, its practical application has 
recently been much more widely dis- 
cussed and insurance men generally are 
becoming more and more awake to its 
advantages. In the first place the policy 
proceeds are made payable directly to 
the trust company. Therefore there is 
practically no delay in getting the in- 
surance moneys into the hands of the 
trust company. The funds are invested 
promptly and the income to the bene- 
helary commences in the shortest pos- 
sible time. Moreover, the only expense 
involy ed is the prearranged commission 
charge of the trust company. There are 
no court legal fees or other 
charges incident to the settling of the 


costs, 


estate. Moreover, the settlement can 
not be_ contested as in the case of the 
will. Finally, the $40,000 exemption of 


life insurance for estate tax purposes ap- 
plies to insurance paid to the trust com- 
pany as trustee for the beneficiary. Of 
the two methods, the insurance trust 
method will in the great majority of 
cases he found to be more satisfactorv. 
Arrangement With Trust Company 


\s indicated above, the proceeds of 
the policy should be made payable to 
the trust company, specific reference 
being made to the deed of trust in the 
beneficiary or assignment form. The 
designation of the trust company may 
be either revocable or irrevocable. If 
revocable, the insured has complete lib- 
erty of changing the entire arrangement. 


If desired the insured may reserve to 
himself alone the right to handle the 
dividends, and may reserve to himself 
alone the right to obtain a loan or ad- 


vance against the policy. Some trust 
companies do not require the deposit of 
the policy—in which event it may be re- 


tained in the possession of the insured. 


cumstances surrounding it. 

The charges for the trust company’s 
varv in different cities and in 
different companies, but they will not be 
found to be large. However, it is ear- 
nestly to be hoped that the trust com- 
panies will make their terms more gen- 
erally known so that the life insurance 
men can approach the subject 
greater knowledge of all the facts. 


The Trust Deed 


service 


To many laymen the trust deed is a 
more or less unknown thing, from the 
assumed intricacies of which they are 
inclined to shrink. In essence it is sim- 





ply a paper appointing the trust com- 


the hands of the trust company would | 


It is therefore evident that the arrange- | 


ment mav be made extremely flexible, | 
with the insured at all times in control 
of the situation. On the other hand | 
there are cases where the protection of 
the beneticiaries mav be more assured, 
nd the insurance placed bevond some 
of the hazards of possible business re- 
verses, by making the arrangement 
more inflexible. Each case should be 
handled according to the peculiar cir- 


with a} 





| pany as trustee to handle the proceeds 
| of the insurance policy and giving the 
trust company instructions as what to 
ido with the policy moneys when they 
are received. The same provisions re- 
garding the distribution of the estate 
that you would put into the will, you 
|embody in the trust deed to apply to 
the insurance proceeds. For example, 
| you might provide that the proceeds be 
held during the life-time ot your wife 
and interest paid to her. You could give 
her the right to withdraw a portion of 
the principal up to a certain stated 
amount and could also provide that if at 
the discretion of the trust company, ad- 
ditional tunds should be needed for the 
proper maintainance of the family or for 
the education of the children, the trust 
company could draw upon the principal 
to meet that need. Upon the death of 
the wife, interest could be paid to the 
children until they respectively reach 
certain ages or the interest could be ac- 
cumulated and the trustee empowered 
to pay out only such sums as might be 
needed for the proper maintainance and 
education of the children. At certain 
specified ages the children could be 
given the right to a definite portion of 
the principal and at a later specified age 
to the balance. 
Deed May Be 


Made Revocable 


lf desired the trust company may be 
given discretion to make additional 
principal payments to the childrén—as 
for example to a son to enable him to 
start in business if that should appear 
wise to the trustee; or to a daughter 
upon marriage to provide a home if that 
should then appear desirable. In short, 
you vest i the trustee the right to man- 
age the funds in a manner as nearly as 
possible comparable to what you would 
do if alive and in a position to exercise 
the necessary discretion yourself. The 
number of contingencies that can be 
covered in this manner is very great; 
each case, of course, requires individual 
study. 

The trust deed may be made revoca- 
ble so that at any time the situation can 
be changed if vou desire. It may also 
be made irrevocable if for any reason 
vou desire to have it that way. The 
whole proposition is, therefore, com- 
paratively simple. As you have seen, the 
trust deed is closely akin in its provi- 
sions to the will that you would have 
drawn to cover the distribution of the 
policy moneys as part of your estate. 
It should, of course, be prepared by 
someone with legal training and the 
trust company will be glad to help you 
obtain the right kind of assistance. 


Contact With Trust Officials 





It is essential for the life underwriter 
who is writing large lines of insurance 
and who desires to make use of trust 
company services, to get into touch with 
the trust officials in his locality. When 
i large line of insurance comes up for 
discussion he should be able to 
the proper officer in the trust company 
desired by the applicant and obtain con- 
crete inte about the services 
which the company can render tnder 

given circumstances. Personal con- 
tact between the life insurance under- 
writer and the trust company officials 
essential as a first step in 


cooperation 


go to 


rmation 


the 


1s, theretore, 
development of 
vetween the two types of institutions. 


the closer 


Discrimination Always Necessary 


Although this present brief supple- 
ment has dealt approvingly with trust 
company services, it must not be as- 
sumed that we are recommending trust 
i all 
care 
lich form of set 


company services in cases \s 
pointed out 
exercised to decide w 
tlement is the best under the given cir- 
cumstances. In a great many instances 
where the amounts of insurance are 
moderate and where the contingencies 

the insurance company under its 
| interest option and by the use of the 
annuity principle can render the most 
| satisfactory service. However, there are 
certain things that the trust companies 
can do that the insurance companies 
can not. We shall give greater service 
and satisfaction to our clients and their 


1 } 
usiv, must e 


} 


previ 
1 


simple, 
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Home Office Location 


Destiny, fate and the law of 
natural selection were all in 
harmonious operation, when 
this unique location was 
chosen as the Home of the 
Kansas City Life Insurance 
Company. 


Here is the Heart of America, 
the geographical center of the 
greatest country on earth, 
the topography of which 
makes it a natural point of 
distribution. 


From this Central Location, 
this mighty institution lifts 
its inviting and protecting 
arms to the four corners of the 
nation, offering the highest 
type of life insurance service 
to all classes of standard risks. 


In the full strength and po- 
tency of young and masterful 
manhood, this Company glo- 
ries in the possession of all 
the growing possibilities inci- 
dent to that age. 


KANSAS CITY LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


J. B. REYNOLDS, President 























6 


THE NATIONAL 








beneficiaries if we recommend the type ! 


of settlement which is best for them. 
They will have more confidence in us 
and in consequence we are likely to 
write larger lines of insurance. In other 
words, a thorough knowledge of this 
subject will mean more new business 
and larger policies. 


RULING ON PREMIUM NOTES 


All in Ohio Must Bear 6 Per Cent 
Interest—No Basis for Them in 
Law, Conn Says 


COLUMBUS, O., Feb. 26.—Replying 
to inquiries made from time to time as 
to whether a life insurance company or 
an agent may take a promissory note or 
other obligation which is silent as to 
interest, in payment of the initial prem- 
ium for a policy contract Supt. Conn 
of Ohio has ruled as follows: 

“It is believed that neither company 
nor agent, within the strict application 
of the law of contracts, may take a 
negotiable instrument, whether bear- 
ing interest or not in payment of a life 
insurance premium; it is presupposed 
that the premium shall be paid in cash 
upon delivery of the policy. No other 
view is reconcilable with the standard 
policy provisions. Even slight attention 
to the language of the policy form dis- 
closes that the consideration for the 
policy contract is expressed as a given 
amount of money rather than a promise 
to pay a given amount in the future. 

“Since, however, the custom has be- 
come more or less general with refer- 
ence to taking a note for the initial 
premium and since the custom seems to 
have had the tacit approval of my prede- 
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FIGURES FROM DECEMBER 31, 








Total 
Assets Capital 
$17,070,588 $1,000,000 


Amer. 
23,305,764 100,000 


Bankers, 


National 
la 


Conservative, “Ma. a 891,107 100,805 
KE mpire L. & A. ia 324,360 100,000 
Friendly Se -4 Soc. 24,018 10,690 
Mutual, Ill. ........ 1,830, 972 200,000 
Me, We MR cccccccce BEBGGETO = cecesecs 
People’s, Ind 200,000 
So. Sti ite em Gee.« 100,000 





56,: 
19. 098. 61! ) 
604,346 


Union Mut., Me SS arate 
aa 300,000 


U. S. Nat. L. 





REPORT “ON “DISTRICT'S CODE 


Existing Laws Styled as Antiquated 
and Ineffective—House of Repre- 
sentatives Makes Report 


WASHINGTON, D. C., Feb. 27.— 
Formal report was made today by the 
House of Representatives on the bill 
designed to establish a new insurance 
code for the District of Columbia. It 
was explained that in considering the 
proposed legislation the rating law of 
New York has been adopted. The re- 
port was prepared by Representative 
Jost of Missouri. 

Representative Jost informed the 
house that except for the marine act, 
passed two years ago, the insurance 
laws of the District are antiquated, and 
the people and property in the District 
are entirely lacking in the safegu ards 
and protection provided now in practi- 
cally all the states of the Union in re- 
gard to this subject. 





LIFE COMPANIES 


1923, STATEMENTS 








Net New Ins. in Gainin Prem Total Pd. Policy-_ Total 
Surplus Business Force Force Income Income holders Disburs. 
$ $96,841, 203 $215,037,404 $23,579,608 $6,146,711 $7,791,844 $1,584,829 $5,085,834 
10,7 763, 210 160,441,169 t. 94,939 2,983,246 4,275,737 2,167,074 2,883,821 
‘ 16,850,520 2 804.516 "399/840 $82,840 92.003 349,401 
5,327,968 1,063,496 749,929 772,130 296,343 699,691 
GE6,135 accvceces 22,537 24,622 7,595 23,257 
20,049,322 10, 009,208 389,378 2,174,698 118,189 881,762 
173,309,166 20,779,034 4,767,479 5,668,645 2,001,076 3,553,701 
27,004,490 5 734,899 894,479 171,587 508,835 
47,662,255 1,386,663 1,700,853 470,537 1,122,450 
73,455,808 479,822 3,463,732 2,740,779 3,421,523 
590,352 819,549 182,713 634,922 





management or the many evils which 
have been the subject of legislation else- 
w he re. 

“The present bill is the outgrowth oi 
sustained study and negotiations cover- 
ing a period of several years. A large 
number of notable insurance experts and 
insurance commissioners of several 
states have aided District of Columbia 
authorities and its author (Representa- 
Edmonds of Pennsyl- 


tive George W. 
vania sponsor of the marine insurance 
law for the District of Columbia) in its 


preparation. The main features of the 
bill are calculated to provide the solv- 
ency of the insurer, fair treatment of 
the public, establish a modern insurance 
department, and clothe the superintend- 
ent with ample powers to achieve the 
objects of the act.” 


Approve Iowa Merger 


The Des Moines Life & Annuity at 
its annual meeting, with 81 percent of 
the stock represented, voted unani- 


mously in approval of the plan to take 
over the Preferred Risk Life, the stock- 





! 





with insurance in force in ex- 
$19,000,000, assets $175,000 and 
income of approximately 


$150,000, 
cess of 
a premium 
$600,600. 
Officers elected under the merger are: 
President, A. L. Hart; vice-presidents, 
George Cosson (who is also counsel), 
Dr. W. W. Richey, LeMars, S. J. Hous- 
ton, Morningside and G. W. Anderson; 
treasurer, L. M. Barlow; secretary and 
actuary, Paul N. Mantz; counsel, R. J. 
Bannister; chairman of the board and 
of the executive committee, J. J. Sham- 
baugh; directors, J. W. Hill, O. C. Her- 
man, Karl Johnston and L. O. Shaffer. 


Seek Lost Life Policy 


An appeal is being sent to all life 
companies for search in the records of 
trace of a policy which has been lost 
for some years and under which the 
beneficiary seeks to recover. A _ resi- 
dent of Bradford, Pa., states that her 
husband died about 16 years ago, carry- 
ing a $2,000 policy under which she is 
beneficiary. The policyholder’s name 
was Fred Lafferty, although his bene- 





cessors, at this time no change is re- “The superintendent of insurance is aj holders of which company had already ficiary is uncertain as to whether the 

quired to be made in Ohio. It is, | mere clerk without any real power or | yoted unanimously in favor of the mer- policy may not have been made out 

however, ruled that every note or other | authority,” he declared. “Insurance | ger. Former Attorney General George | under the name of Fred Barber. be- 

instrument given in payment of an in-| companies operating in the District | Cosson, vice-president of the newly | cause he had changed his angen some 

surance premium shall bear interest at | write such contracts as they choose, and | formed organization, states that the cap-| time prior to his death. The policy is 

the legal rate, which in this state is|the insuring public have no protection | jtal stock of the newly formed com-| lost and the beneficiary does not know 

6 per centum per annum. against exorbitant rates, extravagant | pany is $600,000 and the surplus is | which company wrote it. 
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~ THE BANKERS RESERVE LIFE COMPANY 

| HOME OFFICE, OMAHA, NEBRASKA 

| Walter G. Preston, Vice-President Robert L. Robison, President James R. Farney, Vice-President 

| Ray C. Wagner, Sec’y and Treas. 

FINANCIAL STATEMENT, DEC. 31, 1923 

Resources Liabilities 

State, County, Municipal and School Pee BANE BIND: 6.65 40 bees aycnewece $11,436,541.00 

> s ( - - 

rage eeeeeccccsensesoseoenseres S , Dividends Left with Company........ 295,360.00 | 
+ rages be ‘stz > 7 R ) ~ . ‘a - = ~- | 
ae rg ag er na Estate...... en Death Claims Reported.............. 65,258.50 | 

MANS LO FUMLY SPOUTS. ose cecceseres Sop PITTA OE Unearned Interest, Premiums paid in 

Real Estate 1] 15 
I oo oe aa oa a bene ecere oe ak ioe reg SF 2 aivance sad other them 218 799.12 | 

° , i ‘ ; a )  § Se ee ae < ’ J1L 

Renewal Premium Notes............. 137,930.51 ‘apital S os i 
Cash in Office ....... ...cccccccenee 124.85 ( apita 8 ee ee 100,000.00 
Cash in Banks .............eece0225 511.835.95 Policy Dividends Calculated for 1924.. 524,790.00 | 
Accrued Interest on Securities........ 105,715.42 RUIN DOOD ooo whe ceceeneses 1,334,254.38 
Premiums in Process of Collection.... 94,956.55 a 





SE eee rere 


$13.975,003.00 


eee eer eee e eevee t 


CO ee ee ee ee $13,975,003.00 


| ANOTHER PROSPEROUS YEAR 


RECORD OF 1923 


Gain in Admitted Assets... . 
Bonds and Mortgages Owned........... 
Business Issued and Revived............ 
Paid Policyholders and Beneficiaries. ... . 


Aggregate Interest Income 


Legal Reserve Protecting Policyholders. 
Business in Force.......... 


A Solid Conservative Company—Growing Stronger and Stronger 


beidncaarinledta $ 1,096,607.02 
9,681,893.00 
18,500,000.00 
1,411,321.35 
674,019.20 
11,424,648.00 
86,000,000.00 
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The Story of The Inter-Southern Life 
UNANIMOUS CO-OPERATION 


In the thirteen years of service by the chief officers of the Inter-Southern Life there has 
never been a negative vote cast at any stockholders’ or directors’ meeting. This is a unique 
record. The entire organization is today undertaking to make a rather perfect score in 
corporation management. 





Employees having once matriculated here, are expected to get into the spirit of service 
taught and pleasing to teach—such as is rarely emulated and results in doing things for 
others with a dispatch and skill that makes our business world a university for education 
and training. We are more pleased with this record than any other, because it makes good 
men and good women. 


Gains for 1923—-Forty-Two Per Cent. 


ms f ‘fs The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
| SE | [io sos oe mee 8 €=net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 








} a oe 

| a $25,911,170, or forty-two per cent gain in insurance in force. 

| INTER: SOUTHERN LIFE BUILDING. 

| OWNED BY THE COMPANY The Capital, Surplus and Reserves for the protection of policyholders increased from 


$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE JAMES R. DUFFIN, President KENTUCKY 
Eighteenth Year 
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OVER When a life insurance company less than four years old 
ONE AND has over 33 million dollars of good business on its books, 

with over two and one-half million dollars in assets and 
A HALF such a company has regularly for more than six months 
MILLION received in new business much over a million dollars each 
MONTHLY and every month,it must surely indicate to you that this 

volume of business has not been secured by chance. It 
means that the company must have attractive and popular policy con- 
tracts, well paid and satisfied agents, effective Home Office co-operation, 
and that the Company has an ambitious vision and program of con- 
structive expansion which is bringing these most satisfactory results. 


Ample territory is available in states west of the Mississippi for clean and 
ambitious agents who have a desire to “grow with a growing company.” 


STATE LIFE INSURANCE COMPANY 


OF IOWA 


Iowa Building, Des Moines, lowa 
A. C. TUCKER, President WILLIAM KOCH, Vice-President and Field Manager 
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LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


QnOnd+ 


TEXAS 
J. C. EVERETT, Manager 


317 Wilson Building 


Dallas, Texas 


ARKANSAS 
J. E. LEEPER, State Manager 


P. O. Box 1077 


Little Rock, Arkansas 


QwOnd>- 


We may have just what you are looking 
Why not get in touch with us? 














PHILIP N. THEVENET 
Vice-President and Secretary 


DALLAS, TEXAS 


Southland Life 


Insurance Co. 


HARRY L. SEAY, President 


Insurance In Force 


$73,000,000 


Admitted Assets 


$7,500,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 
not essential. 


CLARENCE E. LINZ 


Vice-President and Treasurer, in Charge of Agents 


PAUL V. MONTGOMERY 
Vice-President and Actuary 





























TWO SERVICE BOOKS 
ARE VERY VALUABLE 


Unique Manual Digest and Little 
Gem Chart Popular With 
Life Agents 


GIVE WIDE INFORMATION 


Some Features That Rate Book Men 
Appreciate in Acquainting Them- 
selves With Practical Knowledge 





The “Unique Manual-Digest” and the 
“Little Gem Life Chart,” published by 
Tue Nationa UNDERWRITER at its Cin- 
cinnati office, are now in process of com- 
pilation for 1924. The development of 
these two books under THE NATIONAL 
UNDERWRITER auspices has been one of 
the remarkable incidents of insurance 
publishing. More than five times the 
number of each of these books were 
published in 1924 than were issued when 
the books were taken over some years 
ago. 

Edition Is Increased 

The 1924 edition of the “Little Gem” 
will be 25,000, an increase of several 
thousand over last year. For several 
years the edition of the “Little Gem, 
although considerably larger each year, 
has been entirely sold out before the 
books came out of the bindery. Last 
year some 2,000 additional copies could 
have been sold, had the supply held out. 
Due to the close margin on which these 
books are published it is the policy of 
the publishers not to take chances on a 
larger edition than seems likely, at the 
beginning of the year, will be sold. 

The same condition with regard to 
the “Little Gem” is expected this year, 
ior the reason that some new features 
have been added which will greatly in- 
crease its popularity. As orders are 
filled in the order in which they are re- 
ceived, agents will do well to get their 
orders in at once. 

15-VYears’ Dividends for Eight Ages 


The feature of the “Little Gem” 
which mostly contributes to its popu- 
larity, among participating agents at 
least, is the 15-year dividend and net 
cost showing at eight ages. No other 
vest pocket book attempts to make as 
much as a 15-year showing at five-year 
ages between 20 and 55, thus giving 
“ ictically a complete survey of the 
net costs of the various companies. The 
larger book, the “Unique Manual-Di- 
gest,” goes into all these matters in 
much greater detail, and in fact shows 
dividends and net costs for 20 years, but 
the “Little Gem” is the only vest pocket 
book which attempts such thorough 
treatment. 


Continues Vest Pocket Book 


By the use of a specially thin paper, 
the “Littlke Gem” remains a vest pocket 
book, although it contains 672 pages of 
closely compiled matter. This is some 
200 pages more than other books sold 
at the same cost. Last year a real 
leather, flexible binding was put on the 
“Little Gem,” in place of the old keratol 
or imitation leather, without increasing 
the price When it is considered that 
this beautifully bound and printed book 
of 672 pages is sold at $2.00 per copy, 
ranging down to $1.25 per copy if the 
number purchased by the agents of anv 


one company ache > ¢ se | “a 
pan reaches 1,000, the cause | larger and complete book, the “Manual- 


for the remarkable increase in the edi- | 


tion each year is seen. 
Some Exclusively Gem Features 
Here are some other reasons for the 
“Little Gem's” popularity: 


100 companies shown, 30 more than 
nearest competitor. 
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Five-year financial an d insurance ex- 
hibit for all companies, 250 in number. 
This, of course, includes th e Jan. 1, 1924, 
statements otf all compé nies showin g the 
country, and the “Little Gem” is in fact 
the first publication in chart form of the 

annual statements of all the companies. 

Eight ages of 1924 dividends, over 15- 
year periods, with 15-year actual history 
at eight ages, on the same page The 
showing of the 15-year actual history at 
eight ages is a new feature for 1924. 


Net Cost Is Shown 


Total net costs with averages for 10 
ind 15 vears on the basis of present divi- 
dend scale as well as actual history. 
[his means that the average annual cost 
ior 10 and 15 years is actually figured 
out for all the participating companies 
tor the benefit of agents. 

Ten years’ dividends on 10 and 15 pay 
life and 10 and 15 year endowments are 
shown as usual; these showings are not 
made in other vest pocket books. 

The “Little Gem” also goes into de- 
tail more than do other similar books. 
For instance, there is a special page this 
vear showing special dividends for the 
Mutual Benefit and other special show- 
ings are given treatment. 

Other Features Given 


It is these features, most of which are 
not found in other books at all, which 
make the “Little Gem” “sell itself.” In 
addition to these there are, of course, 
complete treatments of annual premium 
rates, with the various disability and 
double indemnity combinations, the 
careful analysis of policy contracts, the 
information as to excess interest, various 
reserve bases, special showings of term 
rates, dividends on term policies, divi- 
dends on paid-up policies and the vari- 
ous reserve, mortality and other tables 
in the back of the book. 


Many Changes in Dividends This Year 


This year, following the initiative of a 
number of prominent companies in in- 
creasing dividends, there has been a 
general reduction of net costs all along 
the line. Many non-participating com- 
panies have also reduced rates. These 
are thoroughly covered in the 1924 
“Gem,” which will be issued April 1, 
even though some of the new dividends 
will not begin to be paid until May or 
June, the figures having been secured 
from the companies in advance. Deliv- 
eries on the “Little Gem" are made at 
about the rate of 1,250 a day, that being 
the capacity of the bindery. Orders are 
filled in the order in which they are re- 
ceived. All deliveries should be com- 
pleted easily by May 15, at the latest, 
and possibly the last books will be de- 
livered considerably earlier. 

The Unique Manual Digest 


The larger book, “Unique Manual- 
Digest,” is essential to every agent, 
whether he buys the “Little Gem” or 
not. The vest pocket book, can, after 
ill, touch only the high spots. It can 
treat adequately only the three leading 
policy forms. In this day of life insur- 
ance service, when virtually all forms 
are used, the “Digest” becomes an in- 
creasing necessity. In the old days an 
agent sold twenty payment life, the ordi- 
nary or twenty year endowment and 
would let it go at that; today agents 
are selling all sorts of policies to meet 
different conditions 

Sale Is Matter of Service 


The sale of life insurance is becoming 
more and more a matter of service. The 
igent who can not talk in the language 
of service and knowledge of what he is 
selling, of what life insurance is and 
does, is a back number. While he may 
wish to carry. with him constantly the 
“Little Gem,” the wise agent will give 
nuch study and careful attention to the 


Digest.” In selling program insurance 
and for many other purposes the agent 
needs to know something about the poli- 
cies of other than his own company. 
The day has gone by when an agent 
uses books of this sort solely for pur- 
poses of competition; he needs them to 
give the assured the service which he 
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has a right to expect from his insurance 
advisor, in the adjustment of settlement 
options and fitting the various policies 
into the program. 

Contains Wealth of Information 


The “Manual-Digest” is the great 
book for the agent who is trying to 
serve his customer. It contained last 
year 1,450 pages, of the ordinary pocket 
book size, of closely compiled statistics | 
und information all conveniently §ar- 
ranged, showing all companies in the 
country large and small. It is today the 
only book which gives complete show- 
ing of all companies in detailed analysis 
of annual statements, in surrender val- 
ues at every age, in twenty-year net cost 
showing, in dividends of all policies is- 
sued, in some cases 30 or 40 policies to 
a company; in general resume of history 
of each company; and over 100 pages ot 
reserve, mortality and other tables. All 
special and odd forms are carefully 
treated; disability and double indemnity 
rates are given; sample rates at ages 25, 
35 and 45 of all policies issued by each 
company, for which full rates are not 
given, are shown exclusively in the 
“Manual-Digest. It is thus a complete 
directory or catalogue of all the policies 
issued and sold in the life insurance 
world. 





Long in the Field 


The “Unique Manual-Digest” is 26 
years old; the “Little Gem” is 22 years 
old: both books are becoming accepted 
as authorities with the public and in the 
insurance world. Agents can quote them 
and show them with confidence—they 
will be accepted. 

The price of the “Manual-Digest” is 
$3.50 for a single copy. Agents of many 
companies club together and in that way 
secure their copies at reduced rates, as 
the quantity rate is allowed when orders 
are collected in this way. The “Manual- 
Digest” will be out May 15 and pos- 
sibly a little earlier and all deliveries will 
be completed within a month following 
Agents are urgently requested to get in 
their order at once for both of these 
books; they will find them the best in- 
vestment they can make in service to 
their policyholders and themselves dur- 
ing the coming year. 


Suggestion Is Made for 


Birthday Anniversaries 
A* the John Hancock Mutual Life 
ag 


ency meeting an excellent letter 
for use in connection with change of age 
solicitation was read. The letter has 
been used by Stanford Wright, associate 
general agent at Boston. The letter is 
as follows: 


“On or before Nov. 10, 1923, you can 
buy life insurance at your last birthday 
rate and save money. Life insurance 


like happiness costs you more the older 
you grow. It will be a pleasure to mail 
you figures.” 

“P. S. Your last birthday was May 
10, 1923.” 

The letter contained a return postal 
card. 


Propose Soldier Bonus Insurance 

WASHINGTON, D. C., Feb. 26.— 
With the revenue-revision bill of 1924 
well on its way, attention is once more 
being turned to the matter of soldiers’ 
adjusted compensation. This matter is 
next on the program of the house ways 
and means committee for consideration, 
and the matter of insurance in lieu of 
cash payments is to have serious con- 
sideration, It is known that Chairman 
Green of the committee favors that 
type of legislation, and it has been given 
more or less serious consideration dur- 
ing the past few weeks. It is endorsed 
by a considerable proportion of ex-ser- 
vice men, who believe that it is that 
legislation or none. The latest proposal 
comes from Representative Hamilton 
Fish, Jr.. of New York, who has pre- 
sented a comprehensive plan for en- 
dowment policies in lieu of cash. Mr. 
Fish is vice president of John C. Paige 
& Co., general insurance office in New 





York, and is an ex-service man himself. 
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This is ome of a series of messages appearing cach week. 
Watch for the one to appear next week. 


A Steadfast Principle 


Ever since its inception the Grizzard 
System has maintained the principle 
of “policyholder first” and it pledges 
to steadfastly maintain that same prin- 
ciple at all times. 


It is this same principle that prompted 
the Grizzard System to make old line 
life insurance more easily accessible 
to those who plan their expenditures 
on a monthly bud¢get basis. 


Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 


GRL. 


Pronounced Griz-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St., COL 
MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bidg., CANTON 





GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bidg. 


CHICAGO 
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HE will to do right, the 
will to meet public ex- 
pectations, the will to go 

beyond the mere letter of the 

agreement to serve the interests 
of the policyholders’—has been 
characteristic of the Cleveland 

Life for seventeen years. 








INSURANCE IN FORCE ................... $34,717,621 


(Very Persistent) 


EY Mk hon cane neenexeveeeses 


(No losses in seventeen years) 


CAPITAL, SURPLUS AND SPECIAL FUNDS 


(Ample for any emergency) 


5,236,757 
556,885 











Writing both Participating and Non-Participating Policies in 


“THE GREAT INDUSTRIAL HEART 
OF AMERICA” 


General Agency openings for men who can qualify in 
Ohio, Indiana, Illinois, Michigan, West Virginia 


Pennsylvania and Kentucky. 


The Cleveland Life Insurance Company 


Wm. H. Hunt, President 
Home Offices - - - Cleveland, Ohio 








Reliable 


MEN 


WHO AIM TO WIN 








can get direct Agency con- 
tracts with 


Northwestern Union 
Life Insurance Company 


Ottawa, Illinois 


Address T. O. Berge, Agency Director 














PENSION FUND HAS ~ 
BEEN INVESTIGATED 


New York Department Has Given 
Over the Books and Plans for 
the Teachers 


MANY DEFECTS ARE FOUND 


Death Bed Retirement Provision in the 
New York City Plan Condemned 
by Officials 


NEW YORK, Feb. 27.—At the re- 
quest of Comptroller Craig the New 
York insurance department some time 
ago began an investigation of the local 
teachers’ pension fund, which task has 
nearly been completed. Although the 
report has been prepared it has not yet 
been filed at Albany, the department fol- 
lowing the usual practice of affording 
the interested parties opportunity to 
approve or to challenge the finding and 
recommendations should they care to do 
so. Thus far there has been no expres- 
sed desire for a hearing, and the as- 
sumption is that the report will be ac- 
cepted in its present form, 

On June 30 last the fund had assets of 
$17,815,992, and boasted an active mem- 
bership of 23,766 teachers, 82 percent of 
whom were in the service prior to Aug- 
ust 1, 1917, when the system was estab- 
lished. 

Pian 


Comment on the 


In commenting upon the plans of the 
organization the report says in part: 

“The effect of choosing options, is 
particularly noticeable in what have 
come to be called cases of ‘death bed’ re- 
tirement. A teacher may be suddenly 
taken sick, may meet with an accident 
or may be ill for quite a while, expecting 
to recover shortly and return to work. 
In any case, when death seems near ap- 
plication for disability retirement with 
request for immediate examination by 
the medical board is prepared, as well 
as a blank requesting an option, usually 
option No. 1. If the medical examina- 
tion is made and the medical board re- 
ports disability, and if the option is 
chosen before death the designated ben- 
eficiary will receive the disability bene- 
fit. In case the various steps cannot be 
completed before the death of the 
teacher, the disability benefit is not pay- 
able. 

Situation Is Condemned 


“The situation outlined above cannot 
be too strongly condemned. Entirely 
apart from the added cost to the city 
which such cases have entailed the con- 
ditions which have resulted are deplor- 
able 

“The difficulties can be eliminated, it 
is suggested, by requiring a_ waiting 
period of a month between application 
for disability retirement and the actual 
retirement, or by making the options 
available only for superannuation re- 
tirement. 


“It seems doubtful, however,” the re- 
port continues, “if options should be 
available in case of disabilitv retire- 


ment. The meaning of disability has 
doubtless been perverted in death bed 
cases and it would seem that the pur- 
pose of a disability benefit should be to 
help the disabled teacher rather than to 
help beneficiaries after the death of the 
disabled.” 
Retirement Law Defective 


In the opinion of the examiners, the 
retirement law has been found defective 


lin the following particulars: 


1. The terms “disability,” “new en- 
trant” and “present teacher” should be 
more carefully defined. 

2. No action when a teacher is dying 
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should make available to beneficiaries 
any benefit other than the regular death 
benefit. 

3. The law should be so modified that, 
in so far as possible, the equity of a 
teacher or any of his beneficiaries shall 
depend only upon major facts, such as 
whether or not the teacher has served 
thirty-five years, is sixty-five years old, 
or is dead, 

4. New entrants joining the system at 
advanced ages should not be expected 
to contribute enough to provide an an 
nuity of one-fourth of average salary. 


Should Change With Service 


5. In so far as possible, available ben 
efits should change gradually with ser- 
vice and the equity involved in benefits 
should depend as little as possible on the 
choice of an applicant. To illustrate: at 
present a disability benefit is not avail- 
able to a teacher with a fraction less 
than ten years of service while a benefit, 
sometimes of large value, is available to 
a teacher with ten or more years of ser- 
vice Possibly this should be scaled 
Again, when a teacher is eligible for ser- 
vice retirement and is not in good physi- 
cal condition, it may be more advantage 
ous to apply for disability retirement; 
possibly disability retirement should not 
be available to teachers eligible for ser- 
vice retirement. 

6. So long as options may be chosen 
at any time before retirement, with ben- 
efits as at present, there will be selec- 
tions on the part of teachers against the 
system. 


PLANNING FOR SPRING TERM 


Next Session of Pittsburgh School of 
Life Insurance Salesmanship to 
Open March 24 


The Spring term of the Life Insur- 
ance Salesmanship School of the Uni 
versity of Pittsburgh, which is the orig- 
inal school, first established at Carnegie 
Institute, will open March 24. The de- 
mand for a higher education in methods 
of planning and presenting life insurance 
service has developed from the stage of 
mere curiosity to that of an appreciation 
that a composite of experiences pre- 
sented and discussed in an intensive 
ourse by a corps of practical life in 
surance experts, and the practice of the 
methods thus evolved under guidance of 
instructors who have themselves passed 
through all those experiences, is not 
mly the quickest way to acquire pro- 
ficiency but that the nature of such 
training is sufficiently broad and basic 
to enable the student to readily solve 
them 


new situations as they present 
selves 
At this term, in addition to the in 


struction and drill in the regular cur- 
riculum on the principles and practice of 
life insurance service, it is proposed to 
give special attention to the develop- 
‘nent of personality, systems of work, 
and the collateral activities of the in 
surance practitioner. 

The school is under the direction of 
Chas. J. Rockwell, who was also the 
tormer director of the school and in- 
structor in practical salesmanship at 
Carnegi 


School Boys as Prospects 


Some evening take your policyholder 
cards home, go over them carefully and 
pick out the names of those who have 
sons. Follow these up, talk to the 
fathers and also the sons. Many of 
the boys will be away attending pre- 
paratory school or college. After you 
have gone as far as possible with the 
fathers, place the prospect cards for 
these boys aside for attention during 
vacation time. Many of the school and 
colleges have spring vacations at 
Faster. If you go at it in the right way 
you can secure a considerable amount 
of good clean business on the younger 
generation, not only during the coming 
vacation but also at every future vaca 
tion period. 
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LIFE INSURANCE BY STATES 








Business issued in 1923 and amount in force December 31, 1923, in various commonwealths 























= = —— = ' —__—— = — 
MARYLAND 





Issued - . . 
Life. 3.259.000 3 | Union Central... 

° Union Mut. Life, Mo 
Union Central Life 


0 | Minnesota Mut, Life 


Northw'n Mut. 
Mutual Benefit...... 
John Hancock Mut 


«‘olumbus Mut....... 


Bankers Res.. Neb | Lafaye tte Life. 
Co a ie . | Manhattan Life 
onn. Mut. Lite }Acacia Mut. Life 


Aetna Life .......... 2,3 
Equitable Life, N. Y. 
Pacific Mut. Life.... 
Travelers ace wae 
United Security, Pa.. 


3.95: Fidelity Mutual 
1.188.323 | Atlantic Life, Va 
54.970.029 | 


246,950 





11,838,963 
218,450 


' Life Ins, Co, « é 
Security Mut., N. ¥ 
Great Western, Ia 


——eees | N. W. Natl. Lite 


NORTH DAKOTA 








Le ee Internat'l Life, Mo 784,266 1,904,855 
Bankers Life. Ia 124.135 Penn. Mut. Life . 4,112,629 20,970,967 
Guaranty Life, Ia.. 234,500 Natl. Life, U.S.A 1,005,372 806.954 
Metropolitan Life 614.734 Nat. L. & A., Tenn.O 675,500 867,000 
Montana Life... . 1.037.000 Nat. L. & A., Tenn.I. 1,213,461 015,537 
Provident Life, N. D. 1,644,650 United L. & A. N. H 1,891,500 2.41 ut) 
American Life, Mich 314,312 George Washington 126,468 124,170 
Manufacturers, Can. 2,931,780 1 80.360 

———- Mut. Trust Life 577.7 t $1 


N. American, Can 655,785 











SOUTH DAKOTA Reliance Life... 5.930 

Merchants Life u } ' 
| Old Line Life, Wis 502,129 1.74 
i}Conn, General..Ord. 1,590.8¢ 8.15 

Amer. Old Line, Neb 183,000 | lean General Gr 1,053,509 1.62¢ 

Metrop. Life....Ord 741,565 | Sun Life, Can Ord. 7,756,253 2.44 

Metrop. Life....Ind 179.582 | Sun Life, Can Gr 4.800 44 

Travelers . ee 6 Canada Life Ord 4 65 14,9 

Capitol Life, Colo Canada Life Gr 20,001 

Midland, Minn. , a < - 

Preferred Risk, Ia 95.5 ‘ es 

Guaranty Life, Ia 155,900 

North'n States, Minn 68,500 PENNSYLVANIA 

Provident Life, N. D 138,000 

Western Un.. Wash. 12,000 t ~ 

Minn, Mut. Life 965.425 “oti : : -- ox- 

New England Mut 110,369 ae = ad Life ° aae tt ’ g 

(juarantee Fd., eb. Nees 7 - . y 


Amer. Life, } 
Bankers Life, 
Bankers I 
Equitable Life. N 


. State t 
Lincoln Lib., . : Tey 
Natl. Fide lity, _ : < ~ ~ as ” 092 7 





Phoenix Mut. 


ife otal & 
National Life, Ia Columbian Nat 


Ord 



















































| 
| 


\etna Life Columbian Nat Ind ’ 
Mutual Benefit. . 5 | — — ‘Gone ind . oc. 
Northwestern Mut 5 | Pho nix Mut. L fe 688 
, Tl 
i WEST VIRGINIA KENTUCKY 
a: a | 
. " . | 
ae. — Neb z Me! Amer Nat Te x..Ord 123 896 : 11 
Columbian Natl.. Amer, Nat Pex. In 801 241 49.402 
Guardian, N. Y |} State Life, Ind 44.635 607 
Maryland Assur Nat. L. & A., Tenn.O ! $3344 > $34 
Nat. Life & Ac., Tenn. Nat. L. & A. Tenn.I. 3,581,040 436,889 
New England Mut Columbian watt 1 905 4 290971 
Phoenix Mutual Phoenix Mutual 1,295,388 10,329.11 
Prov. Life @ Acci serve in Life } 5, 049 
Reserve Loan g | yontine nt al Mt. + 
State, Ind Cg eb aR FE 
Travelers .. 4 13 s00 18g | Life & Cas., Tenn.I. 6,374.31 
Union Mut., Me 310, »'959'574 | New England Mut =. 325,428 
Western & Southern 6,001,020 10,028,309 | Bankers Life, Ta 1,781,722 ~ 
Mo. State Life Ord 23,628 b 4 
—— --— -——— -- a - |} Mo. State Life Gr aon 
Aetna Life Ord. 2,248.8 13.9 07 
, Aetna Life Gr. 1,389,150 1.98 LU 
NEW YORK Cleveland Lif 101,000 125.653 
| a || Atlantic Life.. 262,499 $64,136 
- <=" | Bankers Res., Neb 180, 5¢ 182,000 
Guard'n L., N. ¥.Ord. 9,861,972 43,718,691 | Columbus Mutual _ 81.000 79,000 | 
Guard’n L.. N. Y.Ind 123 75.414 | Equit, Life, N.Y .Ord. 5,731,865 30,683,575 
Marviand Assur .4 + 1,219,700 ‘ , 
Equit. L.. N, Y.Ord.689.55 t 86 v10 1 ‘= ° 
Equit. L., N. ¥ Gr.41 11.94! 153,750 ) 0 
Manhattan Life 3 16.35 es ’ 13,500 
Bankers Life, Ia ‘ 16,272,927 3.045.189 = 1.086, 61% 
‘conn, Gen. Life.Ord.26 110,! 54 ee ‘ 1,644,120 ‘* ? 
Conn. Gen. Life..Gr. 6,646,203 14,815,121 | Union Mutual, Me 16,554 10,214 
New England Mut..12.781.069 81,880,742 | Ky. Cent. Life & Ac. 5,140,186 8 277 
Phoenix Mutual 8.214.580 56,180,107 
rravelers Ord .128,233.998 5 F 
rravelers Gr. 78.304.202 ; 
Union Mutual, Me 934.942 , NEDCDRASKA 
Columbian Natl.Ord. 7,1! 11 21,750,450 | 
Numbian Natl.Ind 570 5,858 | 
|} North Western Mut. 4,846,763 40,365.28 
-_—————_ —=—=—=—=—= =) | Capitol, Colo 67.0 1,060.81 
| j Mutual Benefit 2.125.18 8 He 
TENNESSEE Mutual Life, N.Y 1,020.4 8.842.981 
j | Pacif Mut S41. 887 ¢ 02 
oo —- —j | Bankers Life, Ia 1,956.67 i 
Midwest Life Neb 2,954.23 ! s 1 
\cacia Mutual Life 255.000 102.500 Aetna Life 3,20 82 13,708,557 
Fidelity Mutual 1,122,087 Bf. 988.501 Travelers ‘ . 3,137,736 13,409 
‘iuardian Life, N. ¥ O15,174 3,530,233 
efferson Standard 4,924,200 13,009,339 
mar Life 2.180 615.558 
Minnesota Mutual 1.734.109 2.130.619 OKLAHOMA 
New England Mut 1,148,329 6,492,332 
enn. Mutual 4,197,683 7.4 
Phoenix Mutual 1.870.708 . . _— 
vident Mutual 820,200 Columbian National, 3,817,848 o> 1 pe 
feliance Life © 665.750 Penn Mutual Life 1.735.430 15,293.96 
Southern States, Ala 477,497 (CONTINUED ON NEXT PAGE) 








Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 

pe aed Legal Reserve 

iene ...+..$16,666,178.00 
ia ok as dak ba hak aenalee $1,427,367.00 
Insurance in Force............. $173,309, 166.00 
The COMPANY has $109.37 of assets for each $100 

of liabilities 

Rate of Interest Earned, 1923... peeat 
Uiee lon cea éheaaeaeedeenenen 45° 
Liberal direct agency contracts available in Pennsylvania, Virginia, 

Southern Indiana, Southern Illinois, Southern Ohio, and Kentucky 

to men of ability and record of successful results in personal pro- 

duction and organization. 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














Insurance Record, 1923 


New Insurance . . . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 




















Our Agents Have 
A Wider Field 


An Increased Opportunity 








Because we have 
Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,C00) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, e. Annual, Semi-annual or quarterly 
premium plan, 
Participating and Non-Participating Policies 
Same Rates for Males and Females 
Double Indemnity and Total and Permanent Disability features for Males 
and Females al’ke. 
Standard and Substandard Risk Contracts, i. e. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 


less work for nothing. 






















In Force 
2.465.973 
6,330,426 

380,801 


1,439,250 
12,716,618 


12 
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Issued 

Nat. Life & A., © 1,829,201 
National Life, 568,556 
Deg. of Hon. — 

 Sheanduece'es 123,750 
Amer. Union, O 1,332,600 
Pacific Mutual.. 3,0 96 
Register Life, 51,500 
Unit. Com’! Trav 680.000 
Security Ben. 603,750 





Bankers L ife, : 
Missouri State L ife. e Be 
Equitable Life, N. ¥. 9. f 
Bro. Am. Yeomen, Ia. 5,355.95 
Natl, Fidelity, Mo... 
Amer. Central, Ind.. 
West. Bohem. Frat.. 
Equitable Life, Ia... 
National Life, Ia.... 
State Life, Ind...... 





568,180 


49,500 
6,435,000 
9,447,428 


8,060,794 | 
20,612,069 | 


34,638,407 
10,672,050 


| Insued 





Capitol Life, Colo... 407,422 
Aetna Life ......... 3,625,727 
| Unit. Bro. Friendship 1,800 
Amer. Mutual, Okla. ,000 
Knights of Col...... 000 
Pe, Geen ceeéeees .151,650 
Northwestern Mut 3,929,050 
Guarantee Fd., Neb 50,000 
Mutual Benefit...... 505,971 
Kansas Life.......<. 185 
Bankers Res., Neb 351 





THE NATIONAL 


In Force 
3,115,972 


14, 414.678 








NEW JERSEY 


a 
Onn 











1,591,176 
3,012,453 | || 
752,000 | — | 
3,131,089 | Acacia Mutual Life... 961,500 1,627,900 
3,819,500 | American Life, Mich. 5,000 5,000 
17,511,695 | Guardian Life...Ord. 1,033,589 4,216,910 
3,509,645 |Guardian Life...Ind.  ...... 8,651 


U NDERW ‘RITER 








Issued In wense 
Mo. State Life. -Ord. 2,290,579 4,297 
Mo. State Life...Gr. 28,000 47 
New York Life...... 16,783,5 03,24 
Phoenix Mutual..... 1,206,243 7,15 
Will Develop California 


President John J. Cadigan of the New 


pose of 


throughout 
| plans more 


The 


has been granted 


life 


I insurance 
| insurance 


appointing 
the state. 
aggressive 


| fornia business from now 


| World Life has been a California visitor 
| during the past two weeks for the pur- 
general 
The 
efforts 
on. 


agenc ie s 
company 
for Cali- 


820 
"500 
651 

8,181 
| 
| 


Savings Bank | 


life | 


North Adams, Mass., 
a license to conduct a 
department under the 
savings bank act. 
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QUALIF ICATION LAW UP 
MARYLAND BILLS APPROVED 


Pending Insurance Measures Get O. K. 
of Department, Fire and Life 
Agents Organizations 


BALTIMORE, MD., Feb. 26.— 
Among the bills pending in the legis- 
lation relating to insurance which have 


been approved by the _ insurance 
department, the Maryland Associa- 
tion of Insurance Agents and the 
Baltimore Life Underwriters’ Associa- 
tion are the following: 

Giving the department discretionary 
powers in licensing agents, solicitors, 
| brokers and brokers’ solicitors (being 








in One Month 


“It is the cooperation which I have had 
from the Union Central and its Officers 
that binds and ties me to the Company.” 


Ten Thousand Leads 


This is only one of the many expressions 


For Agency relations write the 


Home Office. 


Cincinnati, Ohio. 


of appreciation received from our Agents— 
10,000 leads in one month were furnished 
from one circular alone — Such “Teamwork” 
insures success to Union Central Agents. 


The Union Central Life Insurance Co. 














O. W. JOHNSON, President 





INSURANCE IN FORCE, JUNE 30,1923. 

ADMITTED ASSETS : 

SURPLUS PROTECTION TO POLICY HOLDERS , 

PAID TO POLICYHOLDERS SINCE ORGANIZATION 
Good Openings in Sixteen States for Personal Producers, General Agents and Managers 
Address: 


$45,500,000 
5,137,208 
422,185 
4,065,756 


SECURITY LIFE INSURANCE CO. OF AMERICA 


THE ROOKERY, CHICAGO 


S. W. Goss, Vice-President. 











virtually an agency qualification law); 
a bill strengthening the present rebate 
law; a bill providing that all insurance 
carriers when insuring against fire, 
lightning and tornado, much have on 
their policies the words, “authorized to 


do business in the state of Maryland, 
Harvey L. Cooper, insurance commis- 
sioner”; a bill granting the commis- 


sioner the power to disapprove any 
form of policy which, in his judgment, 
may be issued contrary to sound public 
policy, providing, however, for the 
right of appeal by the carrier to the 
courts of the state. 

A bill amending the present section 
of the law dealing with the revocation 
of a broker’s license, providing for fines 
on the first and second offense instead 
of revocation of license, discretionary 
on the part of the insurance department, 
fines to range from $25 to $1,000; a bill 
broadening the powers of the com- 
missioner and deputy commissioner in 
connection with any hearing, examina- 
tion or investigation. 

An amendment to the insurance laws 
providing that service may be placed 
upon the insurance commissioner or his 
deputy in any action brought against 
a foreign company. 

A bill providing that all brokers, re- 
stricted to operations in any particular 
county, shall file with the department 
a bond executed by a surety company 
running to the state of Maryland in the 
sum of $500 and that for such brokers 
as may have a state-wide license, the 
bond shall be $1,000. 

An amendment to the insurance laws 
requiring the commissioner immediately 
after the suspension or revocation of 
any license or qualification, to publish 
such information in a daily newspaper 
and also to make such other advertise- 
ment or publication as he may deem 
proper. 


Holds Creditors Cannot Collect 


The supreme court of New York 
handed down a decision last week which 
held that creditors cannot receive pay- 
ment from the proceeds of a life insur- 
ance policy, premiums for which have 
been paid by the wife of the deceased. 
Samuel C. Steinhart, executor of the 
estate of Louis Hirsch, an exporter and 
importer, sought to recover for the ben- 
efit of creditors $65,000 of life insurance 
carried by Hirsch who died owing $80,- 
000. The Aetna Life had paid the $65,- 
000 to Mrs. Hirsch and the courts held 
that the creditors of the deceased can 
not receive payment from the proceeds, 
as the widow had paid the premiums 
from her own funds. 


Attitude on Sub-standard 


The Connecticut General Life will not 
accept brokerage sub-standard business 
from other agents except from those 
companies that are writing sub-standard 
business. In that case it will be open 
for excess sub-standard if a company 
represented by the agent takes its full 
share. There are a number of cases now 
of men that will pass for sub-standard 
insurance, but the limits are much 
smaller than for regular or standard in- 
surance. This creates a market for ex- 
cess sub-standard. 
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STRONG ANSWER TO THE “DEARBORN 
INDEPENDENT” ATTACK ON INSURANCE 








N interesting address on the sub- 
A ject of “What Becomes of the 
Money,” which was in answer to 

y published attacks on the 
institution of life insurance in the 
“Dearborn Independent,” was delivered 
at the February meeting of the Life Un- 
derwriters’ Association of Los Angeles by 
Samuel McCurdy, one of the leading 
producers of the New York Lite and 
well known in southern California as 


ric r ~} . > + the ~h 
the instructor in charge otf the schools 


the recently 








of life insurance salesmanship which 
have been conducted under the auspices 
of the local association. His remarks 
follow: 


What Became of Money? 


“Taking up the first statement in the 
Ford article—‘In 1922 the 
companies received in total 
premiums and 
and in the same period paid out to pol- 
icyholders and their beneticiaries only 
$1,064,417,537." What became of the 
money? That is a fair question but it 
is not tairly answered Nash rakes up 
the extravagance in life insurance 
panies previous to the investigation in 
1905 and implies that the same condi- 
tions still prevail, although he doubtless 
knows that those abuses were corrected 
by law and that all companies are now 
limited by law in the matter of expense. 
Let us go into this question of expense 


a little: 


legal reserve 
income trom 


interest $2,293,827,978, 


com- 





“In 1922 about 420 millions of this 
money went for expense, but that was 
due largely to the tremendous volume 
of new business put on the books, 
amounting to something over 10 bil- 
lions. The old policyholders bear only 


a comparatively small part of that ex- 
pense. Were all companies to close 
their books to new business and simply 
take care of old policvholders the cost 
of management would be surprisingly 
low. 


Big Selling Cost Necessary 


“The cost of acquisition of new busi- 
ness is necessarily high because of the 
reluctance of the public to take the in- 
itiative in protecting their families. It 
has been said that only percent of 
the insurance written is voluntarily 
bought; the remaining 98 percent is sold 
by hard work, for which we must be 
paid as salesmen in all other lines are 
paid. And we are not paid an excessive 
commission either when compared with 
other lines. The real estate salesman, 
for example, gets 5 percent of the total 
purchase price. In many lines they get 
much more. Assuming that we get 50 
percent and nine 5 percent renewals, 
which is way above the average, we 
would be‘ receiving 95 percent of one 
premium on a 20 payment life policy, 
or less than one-twentieth of the pur- 
chase price, which is less than 5 percent 
—not five percent of the face of the 
policy, but less than five percent of the 
money actually paid in. The only dif 
ference between our compensation and 
that of other five percent commission 
salesmen is that they get their return 
all out of the first payment while we 
wait nine years for ours, if the policy- 
holder does not terminate his policy 
sooner by death or surrender. Did you 
ever look at it from that angle? 

Mostly in First Year 

“The cost of acquisition of new busi- 
ness runs from 50 percent to 60 percent 
of first year premiums, while the cost of 
management after the first year runs 
only from 10 percent to 15 percent of 
the renewal premiums. Thus you see 
the expenditure of 420 millions in 1922 
was due very largely to the acquisition 
of new business, while the old policy- 
holders were paying only a moderate 
amount for looking after their business. 

“If 420 millions were used for ex- 
penses, what became of the other 809 
millions? It went into the reserve and 
surplus, which is only additional reserve. 
Now we have come to the main issue in 





the Ford article—the main point of at- 
“What and why is a reserve?” 


tack, 


Explains Reserve System 


“We call our companies legal reserve 
companies ecause they carry the re 
serve required*by law. Mr. Nash him 


that we 
ry some reserve tor emergen- 
ut he maintains that our reserves 
are all out of proportion to our liabili- 
ties, and plainly states that in order to 
accumulate these vast and unnecessary 
reserves legal reserve companies are 
robbing their policyholders by charging 
them exorbi 1 

t 


' 


ant rates. | wonder it he 
lat reserves are carried on the 
books as liabilities because t 
to the policyholders, just the 
deposits in the banks belong to the de 
positors 

“He maintains that the individual re 
serves on policies should be paid back in 
addition to the when the policies 
l Chat is just about 
statement decrying 
Che Chinese 
people in the world, 
yet they live in the n 


lace 
vecome death claims, 
as absurd as his 
heath 


t is he savs, ° 





ire 





st desolate Pov 


erty.” or it is on a par with his direct 

isstatement that “in calculating an or 
dinary life premium the company cooly) 
assumes that vou are going to live to 
lage 96." | will get into this question of 
returning reserves in more detail a litth 
later 


Basis of Rates 


‘In order to satisfy ourselves as 


to the justness of legal reserve rates and 
to understane 
vast reserves, | want to ask you to go 
away with me in rate making—into the 
construction of a legal reserve premium 
Mr. Nash unwittingly gives us the key 
to the explanation when he says: “It 
tound that there is really no 
thing as chance when computing 
the probability of death among a given 
] different 


1 the necessity for these 


has been 
such 
number of people among the 
age groups at any given time. The 
number of persons who will die during 
the vear can be determined with w 
canny accuracy. Therefore all that is 
necessary for a company using this table 
to do is to collect premiums sufficient to 
provide tor the number of deaths at 
the different ages as shown in the table 
and a reasonable overhead forexpenses i 
Now that is just exactly what the ac 
tuary of a legal reserve life insurance 
company does. He discounts the fu- 


| ture death claim indicated in the mor- 


tality table. If vou owed $10,000 pay- 
able in ten annual installments, you 
could sit down with a discount table and 
figure exactly how much you would have 
to put in the bank at 4 percent in order 
that you could draw your check for $1,- 
000 each year for ten years and know 
that vour check would be honored. We 
call that sum the present worth of 
$1,000 a year tor ten years. 
Is Matter of Arithmetic 


“The actuary’s problem is exactly the 
same. He consults the mortality table 
and knows that his company has cer- 
tain death claims to meet as the years 
go by. He first computes the total sum 
of money the company would have to 
have on hand which, if it is earned a 
certain rate of interest, would meet 
those obligations. This sum is called 
the aggregate reserve. This divided by 
the total number of people in the group 
will give us the individual reserve on 
each policy. The aggregate reserve for 
the group of 81,822 people at age 35, as- 
suming 3 percent interest will be earned, 
is $34,355,629.67. This divided by the 
number in the group gives $419.98 as 
the individual reserve. This is to say 
that each member of the group would 
have to put up $419.98 which, with the 
interest to be earned, would pay his es- 
tate $1,000 at his death. Now get this 
clearly, $419.98 plus the interest to be 
earned will equal $1,000. Then what an 

(CONTINUED ON PAGE 27) 
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Worthy 


Mutual Benefit 
been drawn to the 
traditions, its 
seventy-nine years t 
words ‘Mutual 
applied to the affai 
guiding principle in 
of this Company. 


standards 


Benefit”—the good 


Traditions 


agents are men who have 
Company because of its 
and ideals. For 
he idea conveyed by the 
of all 
rs of each—has been the 
treatment of policyholders 


The Mutual Benefit Life Insurance 
Company 


Newark, New Jersey 


Org 


anized 1845 











American; National Insurance Company 
[OF GALVESTON, TEXAS 


W. L. MOODY, JR. St 
President 


Vice-Presiaent 


iEARN MOODY, W. J. SHAW, 


Secret ary 


FINANCIALJ{STATEMENT DECEMBER 31, 1923 


ASSETS 
Re Est Ohwne $ 
M gage | s Firs 
on Real Estate) 6.101.58 
Collat a s 
s 8 P vholders (O 
s ( | v's Pol s 1 s 
Bonds 6,128.4 
Cash in Banks 489,10 
Certificates f Deposit Dx 
oa ‘ 
I rest D 1 Accrue 94,49 
Deter i L ne ected 
Premi s (Net 17 S84 
]ue f Other ( I s 
Account Re-Ins 
Unearned Fire Insurance Pre i 
ums 4 
ul Asset $17,070.58 
mmcreas Insurance in Fors 
Increase in nitted Assets 





Increase in Surplus Security to 


LIFE INSURANCI SURP 
IN FORCI to 
$215,037 ,404.00 


Operates in 21 Sta 


Total Paid Policyholders 


LIABILITIES 
(American Ex 


perience Table, 3 & 35, %)$13,683,716,00 
( Reserves for Death Losses in 
0.0 I’r t Adjustment r 
Adjusted and Unpaid 160,679.10 
1.80 Reserve for Taxes and De 
So r atior 133,623.70 
6 Miscellaneous Liabilities 223,398.24 
Capital Stock $1,000,000,00 
2.1 Assigne Fund 
1.82 ind Surplus 1,869,171.45 
Surplus Security t Policy 
80 lde 2,869,171.45 
oOo 00 
s.49 Total Liabilities $17,070,588.49 


Policyholders 


LUS SECURITY 


Policyholders 





$17,070,588.49 


$2,569,171.45 


tes and the 


Since Organization, $14,328,720.46 








LOOK! 


Here is graphic evidence of Penn Mutual progress 


in 1923 


\ forward leap of §$. 
“just happen.” 

Service and equipme 
to in 1923 

Other improvements 
crease in Dividends and 

There's comradeship 
in Penn Mutual service 

A good organization t 


Paid for 

. $190,320,529 
157,193,448 
136,509,538 

ay . 174,931,411 

-souteeescs. SEE 


33,000,000 in a single year does not 


There was a cause! 


nt profitably improved and added 


in 1924, 
Interest 
between Home Office and Field 


including effective in- 


» work for and with, 


The Penn Mutual 


Life Insu 


rance Company 


Philadelphia, Pa. 


Organised 1847 
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| THE NATIONAL UNDERWRITER PERSONAL GLIMPSES OF LIFE UNDERWRITERS 
| LIFE INSURANCE EDITION | ee Se eS OO ee eee eee eee ae — 
} — aon 
| Published eve Thecedey, by THE NATIONAL UNDERWRITER COMPANY, Chicago, A recent jocular story about Darby A. | building erected during 1922. Thus it 
Ciena oe (AB nog une enim » wee VINCENT PAUL, jOhN a. Day, manager of the National Life in | would seem that insurance home office 
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Creation of Life 


A LIFE insurance man remarked the 
other day that he had read very much and 
listened to many learned papers about the 
creation of life trusts and yet 
he had never found to sug- 
that this 
moderate 
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and not understanding the nature and 
functions of a life insurance trust, keep 
away from it, 

It seems to us, however, that there 1s 


a big field for life insurance men to cre- 
ate new business through this method and 


at the same time render a service to their 
clients. Most trust companies are very 
friendly to life insurance. Some have 
special departments whereby life insur- 
ance trusts are created. A man may de- 
sire to set aside a certain sum for spe- 
cific purposes. He therefore establishes a 


trust composed of a certain amount of 
The income from these securi- 
used for the of life 
the life so pur- 


securities. 


ties can be purpose 


insurance and insurance 


to all intents and purposes accomplished 
by the addition pure endowment 
contract to the group insurance contract. 

The details of the Metropo.itan policy 
have not yet been announced, the group 


of a 


managers preferring to see it in oper- 
ation for a time, before broadcasting 
the plan, which would naturally be 
adopted by others. The Connecticut 
GENERAL, however, plunged into it in 
earnest in its New York agency, and 
reports an immense popularity for it. 
All states have not approved it but 
many of them have, including New 
York. The detailed plan of the Metro- 


POLITAN can be awaited with interest. 


Insurance Trusts 


chased made a part of the trust. The 
trust companies then administer the trust 
according to directions after the man is 


He has his trust fund hedged about 
as he desires. The trust company exer- 
cises good judgment in investments. Its 
opinion would be far better than that ot 
95 percent of the beneficiaries. 

Sometimes in speaking of life insurance 
trusts we get the opinion that these are 
only to be created by men of great wealth. 
It so. Men of moderate incomes 
may desire to set aside certain sums to- 
ward specific purposes and realize that the 
trust can be greatly enlarged through the 
medium of life insurance. If a trust 
made irrevocable, that only changed 
through the consent of adult benefi- 
ciary, the income from it is not put in the 
income tax blanks. Therefore, the income 
tax feature enters into the argument per- 
haps in a small way and yet it does have 
an effect. 

It would pay life insurance men to make 
a greater study of the life insurance trust 
and use it in connection with men who 
have sufficient income from securities to 
establish even a trust of small dimensions. 


dead. 


is not 


is 
is 
one 


Cooperation in Investments 


continually meeting the 
prospect can do much 


LIFt 
argument that the 
better with his money than the 

He feels that his financial judg- 
is shrewd and far-seeing. The life 
insurance should take advantage of 
this excuse by saying that while no doubt 


men are 


life com- 
pany. 
ment 
man 
himself is a good investor and 
to 


the man 


is able secure remunerative returns, 


this very ability should be covered by life 
insurance. When the man dies the fam- 
ily will not have the advantage of this 
skill. Very likely it may the money 
in unsafe investments. But life insurance 
on a monthly income basis will provide a 
certain fund and the life insurance com- 
pany will look after the investments and 
administer the estate. A monthly income 
policy is a safe investmént policy, 


lose 





The Phoenix Mutual Life reports that 
in many respects the month ot January 
vas the most successful in the com- 
pany’s entire history. During this month 
the company issued additional insurance 
to policyholders without examination 
and called the period “Policyholders Op- 
portunity Month.” 

The company’s issued business for 
January amounted to more than $8,000,- 
000, a total approached by only one 
other month in its history. Its paid 
premiums totaled $191,000 a figure un- 
equalled in any previous month. One 
man, A. E. Leach of Providence, sub- 
mitted $250,000 in completed applica- 
tions, and the New York agency sub- 
mitted more than $1,000,000 — in 
applications in January. 


Col. Richard A. Gilliam, cashier of the 
Bedford County Bank at Monte Vale, 
Va., represents the Shenandoah Life and 
several fire insurance companies as well, 
in his vicinity. He has other distinc- 
tions also, being one of the most ex- 
tensive packers of tomatoes and other 
vegetables in his county. At a recent 
meeting of the National Canners Asso- 
ciation in Buffalo he was elected a mem- 
ber of the board of trustees for three 
years. This is an unusual honor for this 
association the largest body of its 
kind in the world. It very careful 
as to whom it selects on the Board. Col. 
Killiam also quartermaster sergeant 
for the Confederate Sons of Veterans of 
the Army of Northern Virginia. He is 
also a member of the personal staff of 
Governor Lee E. Trinkle, who is vice- 
president of the Shenandoah Life. 


is 
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James R. Duffin, president of the In- 
ter-Southern Life oi Louisville, is again 
able to give serious attention to busi- 
ness matters as his daughter, Mrs. Carl 
Becker, who has been critically ill for 
weeks, is now on the road to recovery. 


The handsome new _ sky-scraper of 
London Guarantee & Accident of Chi- 
cago, which was just occupied the first 
of the year, has been awarded the first 
prize for architectural beauty by the 
committee in charge of the north cen- 
tral business section, which covers the 
large area to the north of the loop 
which is rapidly developing as a_ busi- 
ness center. This means that the Lon- 
don’s new building has been recognized 
as the most beautifm piece of archi- 
tecture erected in this section during 
1923. The Illinois Life had a similar 
honor conferred upon it at the open- 
ing of 1923, for the most beautiful 





Martin is cashier of the Salem National 
Bank and a director of the Federal Re- 
serve Bank of the Eighth Federal Re- 
serve District, and is regarded as one 
of the ablest financiers of southern 
Illinois. He is regarded as the logical 
Democratic nominee. 


Carl A. Peterson of Fort Dodge, la., 
a successful general agent of the Mu- 
tual Trust Life, has recently completed 
a term of office as president of the 
chamber of commerce of that city. 

of the Des 
has been con- 

ten days 
can travel 
Mo., for 


A. L. Hart, president 
Moines Life & Annuity, 
fined to his home for nearly 
with illness. As soon as he 
he will go to Excelsior Springs, 
a month to recuperate. 


Harper Stroyd of the 

Mutual Life at Pittsburgh, Pa., for more 
than 30 years one of the most active 
life underwriters in the Pittsburgh dis- 
trict, died at his home there a few days 
ago. Mr. Stroyd had been associated 
with the John Hancock for years. 
He was a native of Staffordshire, Eng., 
and went direct to Pittsburgh on com- 
ing to this country. In addition to his 
insurance activities he was well known 
in the musical field, being a violinist of 
considerable attainment. 
Powell, manager of the 
of New York at Louis- 
ville, Ky., may not, does not, look it, 
but just the same he a grandfather. 
His daughter, who was Mary Gunn 
Powell and who now Mrs. Franklin 
I. Starkes of Louisville, has an heir and 
Col. Powell is handing out cigars. 

Secretary Robert M. Henderson of 
the Louisiana State Life of Shreveport 
is back at the office again and looking 
none the worse on account of a rather 
bad attack of pneumonia which caused 
his associates much concern for a few 
days. His recovery is much helped by 
the fine annual statement which his 
company makes and which Mr. Hender- 
son did him much good 
medicine 


John Hancock 


2° 
oO 


Henry J. 
Equitable Life 
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George Lambert 
well known consulting 
Monday morning of apoplexy. 
Smith had a number of companies 
staff. He designed some ena 
forms of policies that were regarded : 
good sellers. 

Mr. Smith died suddenly when he was 


Omaha, 
died 
Mr 


on 


Smith of 
actuary, 


hic 


preparing to go to bed in his room at 
the Fort Des Moines Hotel in Des 
Moines. The night watchman making 
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his rounds at 1 o'clock in the morning, 


seeing his door ajar, looked in and | 


found the body beside the bed. He had 
been working late in the evening pre- 
paring some financial data to deliver to 
a Des Momes ony ge the following 
mornin He was a son of G. Henry 
Smith, first dean ‘of the Nebraska Uni- 


versity School of Law. Formerly he | 
was head of the accounting department | 


of the Fidelity & Casualty of New York, 
a position he held for 12 vears. 

In celebration of the 50th anniversary 
of his admission to the bar, Richard V. 
Lindabury, general counsel for the Pru- 
dential, was the guest of the officers and 
directors of the company at a dinner at 
the University Club in New York Tues- 
day night. Mr. Lindabury is recognized 
as one of the f oremost lawyers of New 
Jersey and frequently appears before 
the United States Supreme Court. 





| LIFE AGENCY CHANGES | 








HE GOES TO LIFE INSURANCE 





Loui A. Lent, Well Known Fire Man at 
Cincinnati, Takes Service With 
The Prudential 





Loui A. Lent, whose retirement from 
the fire and marine insurance firm of 
Neare, Gibbs & Lent of Cincinnati was 
announced last week, has now an- 
nounced his new connection. Mr. Lent 
will enter the life insurance field as 
special representative of the Prudential 
ordinary department in the general 
agency of John R. Irby of Cincinnati. 
Mr. Lent has for some time been inter- 
ested in life insurance and tried to es- 
tablish a life department when he was a 
member of the firm of Neare, Gibbs & 
Lent. He has a large and valuable ac- 
quaintance in Cincinnati and expects to 
specialize on large policies among busi- 
ness men. 

Mr. Lent has long been a well known 
figure in the fire insurance world. For 
many years he was state agent in Ohio 
of the Pennsylvania Fire and some 
vears ago purchased a substantial inter- 
est in the firm of Neare, Gibbs & Lent 
He has been a student of insurance all 
his life and will no doubt do a good 
business from the start. 

Mr. Irby has the largest ordinary gen- 
eral agency of the Prudential outside of 
the home office and New York City. He 
maintains offices at Louisville and Co- 
lumbus in addition to the general agency 
office at Cincinnati, which is now being 
removed to handsome quarters in the 
Traction building. He has a number of 
large writers connected with the agency, 
among them Walter Klein, who went 
with the agency Oct. 1 and during the 
last three months of 1923, his first three 
months with the company, wrote $1,375,- 
000 of new business. 


CHICAGO APPOINTMENTS MADE 





Manager DeForest Bowman of the 
Bankers Life of Iowa Announces 
Two Service Men 





John M. Sweeney has been appointed 
field superintendent of the Chicago 
agency of the Bankers Life of Iowa 
under Manager DeForest Bowman and 
William F. Dineen, sales manager. Mr. 
Sweeney entered the insurance business 
i little over two years ago, having paid 
approximately $380,000 during his first 
vear and missed qualifying for the 1923 
half million dollar club by only a few 
thousand dollars. Mr. Sweeney will take 
new salesmen with him in the field and 
develop them. 

Mr. Dineen entered the insurance bus- 
iness a few months ago after a number 
of years’ experience as a sales manager. 


He was vice-president of a Indiana cor- | 


poration shortly before entering the in- 
urance business as a rate book man for 
e Bankers Life. Mr. Dineen has 
opened a night school for those who 


+) 


LIFE INSURANCE EDITION 











Four Points in Favor 


OF A 


Missouri State Life Contract 





LIFE ACCIDENT 











HEALTH GROUP 





With four closely related, easy-to-sell lines to interest 
his prospects, the Missouri State Life Agent can make 
more profit per call than the one-line man. He has 
four chances to the other fellow’s one. 


Each of his lines—Life, Accident, Health, Group 
helps to sell the other. When he places a group 
policy he opens the way to numerous sales of Life, 
Accident and Health Policies. Likewise when he 
sells personal policies to business executives he can 
more readily interest them in Group Insurance. 


Any agent who can succeed with Life Insurance 
alone should be able to increase his income by selling 
the foursquare line. 





MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President Home Office: SAINT LOUIS 


Havana in 1925 
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Reliance Life Insurance 


Comparative Financial Statne 








INCOME 
FE Te Oe EE Ee eee — 
rr oe i cee ke eb teme oee ou bee ae 


RECORD OF 
EXPENDITURES 











U r lleled ( ‘rowth Death Claims, Cash Surrender Values and Dividends to Poligbiders 
npa a Commissions, Agency Expenses, Taxes, Licenses, Travé® Ex- 
———————— penses, Medical and Inspection Fees and Expenses of Ggeting 
Accident and Health Department..................h.... 
Insurance Paid For Salaries, Rents, Advertising, Printing, Postage, Legal lxpas and 
EE EEO EE PTT TOTS T ETT i" 
alii saan Excess Income over Expenditures... .........200s0s000 i 
8,900,074.00 es 
oanen ASSETS 
1906—07—08 Bonds, Mortgages and Real Estate.................00.. aor 
Cash in Banks and Offices.............. TeTTererre awe 
$16,333,334.00 Policy Loans and Premium Lien Notes.................. a 
Accrued Interest, Rents and Outstanding Premiums. .....4. 
1909—10—i1 Accounts Receivable, Agents Balances, Furniture and Fixty.... 
ASSETS 
29.813.110.00 ASSETS Seeee eee eee eee eee eee eeeeeees fee 
$29, ’ re es OE so iis wi eens esen seen eeuenel Ree 
TOTAL ADEE LED ASSETS. 24 6 vcccccctess ae 


1912—13—14 


$43,366,494.00 LIABILITIES 


Claims Pending, Premiums Paid in Advance and Commis Due 
1915—16—17 IE Sa OE ee ee ere oe 
Accounts Payable and Unearned Interest................ 


$68,40 1 ,095.00 Amommt Reserved for TAMES. . ... cc cccscccscecsccesn . 7 





Dividends to Policyholders at Interest................45. eas 

Reserves :—Life, Accident and Health.................: ie 

1918—19—28 Surplus—Apportioned for Dividends to Policyholders. .$594.53 

PE oc can ecvvecindndsctecnvalen 6R2.01 

$ 1 48, 1 93,595.00 vO a eee eT re ee a 
1921-2223 — 





$ 1 60,266, 787.00 IN ADDITION TOE i 


Accident Insurance in Force .....|... 
Health Insurance (Weekly Indemnity. . . 
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Company of Pittsburgh 


Stanent, December 31, 1923 








1923 
$ 9,117,273.08 
1,215,099.23 


$10,332,372.31 








$ 2,807,568.10 


2,578,257.08 


432,499.06 
4,514.048.07 


$10,332,372.31 


$19,326,965.78 
692,264.98 
4,998 ,241.23 
1,173,616.94 
233,558.80 
$20,424,647.73 
243,972.01 
$26,180,.675.72 


Due S$ 243,957.49 
99,174.27 
140,000.00 
42] ] 35.63 
23,086.97 1.79 


1,189,436.54 
1,000,000.00 
$26,180,675.72 


$450,389.38 
454,191.39 


1922 


S 7.900.804.63 
1,014,708.47 


$ 8,915,513.10 


$ 2,251,535.59 


2,433,332.08 


380,852.59 
3,849,792.24 
$ 8,915,513.10 


$15,621,700.43 

693,301.76 
4.192,.656.70 
] 


$ 170,110.16 


84,302.92 
104.910.00 
298,349.60 

19,189,.661.64 


904,580.77 
1.000,000.00 


~ $21,751,915.09 








Life Insurance in Force 
At End of Year 


1905 
$7,201,940.00 


1908 


$15,937,249.00 


1911 


$30,782,885.00 


1914 


$50,494,401.00 


$86,563,717.00 


1920 


$196,272,085.00 
$255,869,686.00 


IN TOE INSURANCE 


$111,335,277.00 
345,481.50 
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Insurance Promoters 


We can 
—Buy the balance of your stock. 
—Put you in business at once. 
—Resell stock back to you at same price. 


If your —— is strong and your stock 
_— y sold; you will be interested in our 
plan. 


Smith, Hardy & Company 


BONDS AND MORTAGES 
208 S. La Salle St., Chicago, III. 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








To the Man Who Is Willing—and WILL 


We are to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS PAID IN 1922 


Moet of the 24,856 claimants to whom we paid indemnity of $1,514,- 


924.33 for loss of time from injuries or illness are still add regularly to 
their life insurance. These drafte are delivered by our own sa ready 
to avail himself of a cordial introduction to the claimant's ~~ or to 
provide the claimant himself with the edditional life protection he intends 


to take sometime. 

We can use more good men to help deliver the 27,000 claim drafts we 
will issue during 1923. If you want to make — MONEY a letter with 
satiefactory references will bring you full particulars 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Presiden ANSAS CITY, MISSOURI 











1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


nsurance in Force 


SS 5! oe pewseueual $12,431, 725.00 $ 67 326,327.00 
SS rere 44,995,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


Admitted A 


For information regarding agencies 


Address: — Home Office: Des Moines 











Acacia Mutual Life Association 


Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $150,000,000.00 Assets over $10,000,000.00 
Standerd Forme of Old | ine Legal Reserve Policies at Net 

ost to Master Masons Only on 
To Agents who ere Master Masons in good standing we offer 
Liberal Firet Year Commissions. Continuous Renewals, thus insuring an 
jpoume for life to permanent Acacia Agents. Real Home Office Cooperation. 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 


We issue all 

















want to learn the business or learn more 
about it. The first school was opened 
Feb. 11, with an attendance of 12 men. 
He will run at least one new school 
each month. 


DARBY A. DAY JR. PROMOTED 


Becomes Partner in the Chicago Gen- 
eral Agency of the Mutual Life on 
Reaching 21 


Darby A, Day, Jr., of Chicago, who 
has been soliciting insurance for the 
Mutual Life of Chicago during the last 
year following his school life, will be ad- 
mitted as a partner in the Darby A. Day 
agency of the Mutual Life next “Monday, 
when Darby Jr., reaches the age of 21. 
He will have charge of the restoration 
and conservation departments. All busi- 
ness returned for cancellation will be 
turned over to his department to sal- 
vage. Young Day is a chip off the old 
block and undoubtedly will be able to 
run his father a sharp race once he gets 
his toes well in the ground, 


Atlantic Life Appointments 


The Atlantic Life announces the ap- 
pointment of Herbert L. Salsbury and 
Frank R. Hill as general agents for 
southern Georgia with headquarters at 
Savannah, the style of the firm to be 
Salsbury & Hill. Messrs Salsbury 
and Hill are well known in Savannah, 
having successfully represented the Mis- 
souri State Life there as district for a 
number of years. 

The Atlantic Life also announces a 
general agency appointment for the 
state of Maryland. Clayton Demarest 
Jr., has been selected for this position, 
and he will enter upon his duties March 
1, with offices at 1114 American build- 
ing, Baltimore. Mr. Demarest, who is 
a graduate of the United States naval 
academy, has had several years of life 
insurance experience. 





J. H. Abbott 
John H. Abbott, who has been in- 
structor of agencies in the general 
agency office of John R. Irby of the 
Prudential at Cincinnati has resigned to 
become assistant manager to Mr. Irby 
in charge of the Columbus, O., branch 


office, Mr. Abbott has been successful 
in his instruction work in the Irby 
agency but wished to get out in the 
field. He will hereafter be located at 
Columbus 


W. R. Leisure 


The Western Life of lowa announces 
the appointment of W. R. Leisure, for- 
merly the company’s district manager 
at Spencer, la., as district manager for 
southern Minnesota, with headquarters 
at Mankato. 


J. oO. Stanton 


J. O. Stanton has become general 
agent of the Massachusetts Mutual Life 
it Goldsboro, N. C. He was in mercan- 
tile life for a number of years, conduct- 
store and then being a traveling 
salesman. In June, 1814, he entered the 
local insurance agency business and in 
1915 gave up the fire insurance end, be- 
ing appointed district manager for the 
Mutual Life. His headquarters were at 
Mount Olive, N. C. In 1920 he moved 
to Goldsboro and established headquar- 
there. 


ing a 


W. A. Carney 


\V. A. Carney has been appointed dis- 


trict agent of the Masschusetts Mutual 
Life at Florence, Ala. He has been con- 
nected with the government at Wilson 


work commenced on 


project. 


Dam since the 
that great 


E. B. Munson 
EK. B. Munson 


. who was secretary of 
the Commercial Life of Kansas City, 
has resigned and will be connected with 
the O. L. Holland general agency of the 
North American Life of Omaha in Kan- 


as City. Mr. Holland organized the 








Commercial Life and was vice-president 
He recently sold his interests in the 
company. Mr. Holland was associated 
for 10 years with the Commonwealth 
Life of Omaha. He has opened his gen- 
eral agency headquarters in the Gloyd 
building, to have charge of Missouri and 
Kansas for the North American 


part ot 


Life 
W. T. Smiley 


The Commonwealth Life of Louis- 
ville, La., opened a district office in In- 
dianapolis with William T. Smiley as 
the district manager. It is the intention 
of the company to open offices in a num 
ber of the larger cities in Indiana in the 
near future. 

Mr. Smiley has been in the insurance 
field for more than 20 years, and for 18 
vears he was a manager for the Met- 
ropolitan Life, being located for a time 
at Henderson, Ky., and at Louisville. 
Mr. Smiley has been with the Common- 
wealth for the last year and a half. The 
assistant manager of the Indianapolis of 
fice will be M. S. Nave. 


Charles D. Ott 


Charles D. Ott of Minneapolis has 
been appointed general agent for south- 
ern Minnesota for the American Na- 
tional Assurance of St. Louis. He was 
formerly in the banking business at Am 
boy, Mankato and Grenada. He plans 
to devote his entire time to his life in 
surance agency. 


Loren W. Loy 


The Montana State Life has appointed 
Loren W. Loy district general agent 
at Stockton, Cal. Mr. Loy goes to Cali- 
Montana, where he was a 


fornia from 
large personal producer for his com 
pany 
Monte South 
Monte South has been named San 


francisco manager of 


Union Life. He leaves the 


the Western 
positi« m of 


district manager for the Equitable to 
take up his new work. 
J. O. Wyatt 


J. O. Wyatt, formerly representing 
the International Life in Idaho, has re 
turned and made a new contract to de 
velop a general agency at Decatur, III 
He has had a long experience in the 
business 


George W. Evans 
George W. Evans has been appointed 
general agent of the International Life 
at Dexter, Mo. He has not had previous 
experience in the life insurance business 
but has met with success in other lines 


E. W. McIntire 


The Union Central Life has estab 
lished a branch office in Oakland, Cal., 
and Eugene W. McIntire has been 
placed in charge. Mr. McIntire has been 
i successful producer with the San 
Francisco agency of the company for 
vVearTs 


some 


John §S. Sherritt 


John S. Sherritt, general agent of th 
Connecticut Mutual Life at Huntington 
W. Va., and Columbus, O., has resigned 
to go with the Missouri State Life. He 
will give all his time to personal pro 


duction. When he started with the Cor 
necticut Mutual he took over a small 
vency and developed it into a $5,000 


000) organization He has established 
headquarters in the Columbus, O.., office 


of the Missouri State and will devote all 
his time to selling insurance in Ohio 
Life Agency Notes 
Chester McLane, formerly with thé 


Equitable Life at 
been appointed a 
Montana Life 
deen 


Fred. H. Newton 


Aberdeen, S. TD has 
strict manager for the 
with headquarters at Aber 


former president of 
" 


the Minneapolis chapter of the American 
Institute of Banking, has resigned his 
post with the First National Bank to 


join the Canada Life 
Dr. A. E. Booth of Jefferson City, Mo 
has gone with the Standard Life of St 





I 


ie 
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Louis. He is being transferred to st.! 
Joseph, Mo... where he will be district 
manager. He has been a clergyman 

Talmage Smith, district manager for 
the Mutual Life in the Kearney district, 
with headquarters at Grand Island, Neb., 
has been transferred to Lincoln, Neb., as 
district manager Lawrence Treat, who 
has been associated with Mr, Smith at 
Grand Island, will take over the manage- 
ment of the Kearney district. 





NEWS FROM THE EAST 


i 
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FIDELITY MUTUAL’S FIGURES 














Some High Lights on the Figures from 
the Annual Statement of Dec. 31 
Are Given 








The Fidelity Mutual shows that its 
new investments in first mortgages On | 
real estate last year amounted to $5,- | 
£06,136 at an average interest yield of | 
6.06 percent. The total investment in | 
mortgages is now $21,948,681. The new | 
uvestments on railroad bonds yielded | 

1 percent and public utility bonds 5.74 | 
percent. 

Last vear the new business on the life 
and limited payment life plans amounted 
to 53.22 percent of the total; on “in- | 

yme for life” and endowment, 35.88 and | 
on term, 10.9. The mortality ratio last | 
vear was 59.6 and the net interest return 

invested assets was 5.093. The Fi- | 
jlelity Mutual has advanced the rate of | 
nterest on installment settlements to 
1.8. It lost 734 policyholders by death 
last year. Of these 156 were due to | 
heart trouble, 78 to kidney troubles, 72 | 
ipoplexy, 69 to cancer, 69 to pneu- 
onia and 48 to tuberculosis 
| 
| 





RELIANCE HAS GOOD SHOWING 
Pittsburgh Company Made Excellent 
Record on Its Operations Last 
Year—Much Advancement Seen 





The Reliance Life in its annual state- | 
ment shows porte soy increases for 1923. | 
Its assets Dec. 31 were $26,180,676; sur- | 
plus $1,189,437; insurance in force, $255,- | 
869,686. The increase in assets was | 
$4,428,761. The gain in surplus was 
$284,856 and the increase in insurance 

1 torce $24,099,121, 

The company is 20 years old and in 
that time h as made a growth scarcely 
equalled by any other company. While 
it is classed as one of the new com- 
panies, having been organized in the 
present century, it has really attained a 
considerable age and a fine reputation. 
Its capital stock is $1,000,000, so that 
he surplus | to policyholders is $2,189,- 
37. The company has made its growth 
entirely without the aid of consolidations 

r mergers, 

The Reliance Life writes accident and 
health insurance but only on its own | 
policyholders and it is interesting to 
observe that its accident insurance in 
force 1s $111,335,277, or more than 40 
percent of its hfe insurance outstanding 
Che weekly indemnity on its health in- 
surance risks totals $345,481 


ACACIA MANAGERS’ MEETING 
National Gathering at Home Office in 
Washington, D. C., Saw 1924 Goal 
Set at $65,000,000 











tual Life from Los Angeles to Bosto 

hered at the 1 ne othe Was! x 

ton, D. C.. for the annual conventio 
} meetings covered three davs and 
re devoted to discussions o! *man- | 
ers’ problems, particularly t} nding 
cw agents and their early training. | 
in the evening of the second day the 
val banqu rie was held, at which the 
gers pledged $65,000,000 of paid-for 

cea fae thee 4 me vea This will 
the insurance in force of the | 


cia over the $200,000,000 mark. W 
Andrews of Re anoke, \ a.. one of the | 


' 


ctors ot the company, acted as | 
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Lincoln National Life 


The 


Insurance Company 


Financial Condition, December 31, 1923 


ASSETS 


First mortgage loans 


$13,849,218.99 


On property appr 1 at $38,756,835) 


Real Estate including Home Office Building 


1,922,770.29 


(Owned free of incumbrance) 


United States and ai bonds. mar 231,937.78 


Cash in bank and office. . 


($331,500 at interest) 


Loans to policyholders 


422,867.59 
2,591,319.09 


(Loans not exceeding cash value of the policies) 


Interest due and accrued to 


December 31. . 410,943.88 


Net premiums in course of collection. . veene 719,351.66 


Net admitted assets. 


$20,148,409.28 


LIABILITIES 


Policy, disability and double indemnity reserves 
on deposit with State of Indiana.......... $17,259,794.13 


Premiums and interest collected in advance 102,439.72 


Reserve for taxes payable in 


1924. anaes 205,128.54 


Deeth claims reported on whieh no proofs have 


been received 
Other liabilities 


332,184.08 
174,157.08 


Set aside for, or already sppertionsd nn policies 


Unassigned surplus 
Capital stock ....... 


Surplus to protect policyheldere 


$ 719,241.43 
1,000,000.00 
1,719,241.43 


$20, 148,409. 28 


Gain of Insurance in force in 1923..... $ 62,136,777 


Total Insurance in force December 31, 1923 


296,096,925 


Real growing reasons why it pays to 


(LINK UP, Swine THE YLINCOLN 


**Its 





Lincoln Life Building 


—s- 


The 


Lincoln National Life 
Insurance Company 


Name Indicates Its Character” 


Fort Wayne, Ind. 
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@ That agents are treated 
well or ill may be a matter 
of opinion, but that they are 
treated equably is a matter of 
demonstrable fact. 
Natigeonal 
nsurance Company 
Home Office, Madison, Wis. 
That you may know 
this is true, there’s a 
little piece of printing 
telling about it. . 
re +) 











es Only four other life insurance companies 
§ in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan.1,1914 Jan. 1, 1924 
ROE ictcexsuus $ 7,804,230 $ 40,113,271 
Policies in Force... $03,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 


Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President 


CINCINNATI, OHIO 

















toastmaster 
were made by Charles F. Roberts, Ma- 
sonic grand master of the District of 
| Columbia, Francis D. Winston, 
1 grand master ot 
| formerly lieutenant that 


governor of! 


i state, L. R. Stamm, Chicago branch 
i; manager, and C. S. Wright, Birming- 
ham, Ala., manager. President Mont- 


the Acacia gave the closing 
reviewed the company’s 


von 
| address 


| 
| 

| 

| 

ery ol 
| progress. 
| 

| 

| 


and 


Cleveland Puts on “Y” Course 


The Cleveland association is cooperat- 
ing with the local Y. M. C. A. in putting 
}on course in life insurance 
| fundamentals and salesmanship. Chas. 
W. Hippard of the Northwestern Mutual 
| will be in charge of the sessions dealing 
| with principles, and L. L. 
general agent of the Equitable Life of 
lowa, will be the instructor in practical 
| salesmanship. A number of general 
| 


another 


agents and rate book men from different 
agencies will contribute lectures from 
time to time on special subjects. 
The school opens March 4, and classes 
will meet Tuesday and Friday even- 
! ings for several months. Textbooks will 


at the banquet and _ talks | 


past | 
North Carolina and | 


Brenneman, | 
| ported in favor of the measure. 


| be the same as used in similar Y. M. C. | 


\. courses in other cities. 


| 
| Col. Howard Visits Cleveland 


Col. James L. Howard, vice-president 
of the Travelers, visited the Cleveland 
branch of the company last week f 
the first time in many years. 


and predicted another year of tremen- 
dous production. The Cleveland agency 
is now of the largest in 
company. 


one 


28, 1924 


February 


benefits otherwise theirs if they listen 
to the smooth talk of these “pirates.” 

Mr. McCulloch explained that by 
changing their policies the holders will 
not only lose the accumulated value of 
their old policies but in addition are 
compelled to pay higher premiums for 
new insurance, so that eventually they 
are financial losers to a greater degree, 
without reaping any particular benefits 
by the change. 


Urge Bill for Reciprocals 


At a hearing before the insurance 
committee of the Massachusetts legis- 
lature last week on a bill to allow the 
formation or admission of reciprocal in- 
stitutions in that state, representatives 
of the Massachusetts life companies 
were in attendance and each of the 
seven Massachusetts companies was re- 
j [ Some 
pertinent questions were asked as to the 
interest of the life companies in a fire 
insurance bill, and it was frankly and 
plainly stated that the life companies 


were supporting the bill to safeguard 
their own existence and their business 
interests in Missouri. They described 


Massachusetts life companies 
had been threatened with loss of their 
licenses in Missouri under the retalia- 
tory law and said they could see no rea- 


how the 


| son why a form of insurance which had 
| been accepted by 40 states and had the 


tor | 
: He dis- | 
cussed some of the plans of the company | 


the | 


Col. Howard has been with the Trav- | 


elers for more than 25 years, and is the 
originator of many of its progressive 
ideas. He saw service in Mexico and 
won several medals across the sea dur- 
ing the world war. 


McCulloch in War on Twisters 


Commissioner McCulloch of Pennsyl- 
vania has opened war on “insurance pi- 
rates,” 

“Switching” must come to an end in 
Pennsylvania, is the gist of his order, 
which sounds a warning to policyhold- 
ers that they'll be deprived of a lot of 





Seven Years of Steady Progress 


1916 


1917 .... 129,523.00 : : . 

: this dependable company is to represent a pillar of 
1918 .... 155,613.00 safety in the life insurance business. You are assured 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 
1920 .... 303,164.00 Write us at once for an agency. We have the means 
1921. 404,224.00 of assuring you of a successful career in the life in- 


1922... 
INTERNATIONAL LIFE & TRUST COMPANY 


J. O. LAUGMAN, President 


ASSETS 
....$125,222.00 


surance business. 





984,558.00 


MOLINE, ILLINOIS 


The [nternational Life and Trust now wants a repre- 
sentative in your district. It is an old line legal reserve 
company with a record to be proud of. To represent 


DR. ANDREW JOHNSON, Secretary and Medical Director 


INSURANCE IN FORCE 


1916... $ 203,000.00 
1917.. 704,500.00 
1918... 1,382,500.00 
1919... 2,973,000.00 
1920.. 4,513,000.00 
1921... 5,019,000.00 
1922... 9,148,126.00 











approval of such men as former Com- 
missioners Hobbs and Hardison of 
Massachusetts, should not be allowed in 
that state. 

Home Friendly Building Plans 


Revised plans for the new office build- 


ing for the Home Friendly of Baltimore 
have been completed, Costing about 
$200,000, the proposed building will be 
of Italian renaissance design and will 


occupy the entire lot, 60 by 150 feet It 


| will be three stories, with stores on the 
first floor Offices of the company will 
occupy the upper floors If estimates 
due March 6 prove acceptable, building 





operations will begin with the awarding 
of the contract. 


MISSISSIPPI VALLEY 


MIDWEST AGENCY GATHERING 





Massachusetts Mutual Life Men Will 
Hold Convention in Chicago 
Latter Part of Week 


The mid-west agency convention of 
the Massachusetts Mutual Life will be 
held in Chicago at the Drake Hotel Fri- 
day and Saturday of this week. The 
first session will be opened Friday 
morning, with an address by Second 
Vice-President Henry Loeb. The sub- 
ject for discussion at this session will be 
the policy contract of the company with 
special reference to the _ installment 
methods of settlement, their uses and 
their application under various condi- 
tions. On Friday afternoon there will 
be three meetings, one for beginners, 
one tor women agents and one for gen- 
eral agents. 

On Saturday morning the subjects 
will be deferred annuity, income at ages 
60 or 65, the application of survivorship 
annuity policies to insurance already in 
force and to new contracts. Associate 
Actuary A. T. Maclean will lead the 








BUILD YOUR OWN BUSINESS 7; 


Double Indemnity 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Reducing Premiums 
SEE THE NEW LOW RATES 


Disability Benefits 


66 BROADWAY 





INSURANCE CO. 


ORGANIZED 1850 
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NEW YORK 
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discussion. At the banquet in the even- 
ing the speakers will be Dr. Hess of the 
University of Pennsylvania, who will 
talk on “Creative Salesmanship, and 
George C. Wilson, Jr., of St. Louis 





Bankers Reserve’s Report 

The annual statement of the Bankers 
Reserve Life of Omaha shows great 
progress made during 1923 and excellent 
lepartments of the 
ted assets are now $13,- 
of $1,096,607. The busi- 
revised during the year 
was $18,500,000 bringing the total busi- 
ness in force to $86,000,000 rhe legal 
reserve of the company is now $11,- 
460,541 and bonds and mortgages owned 
amount to $9,681,893. The total unas- 
signed surplus is $1,334,254 and the 
reserve for 1924 dividends is $524,790. 
The company paid policyholders and 
beneficiaries $1,411,321 in 1923. 


company. 


975,003, a gain 
j 


- 4 
ness issued and 


Plan Big 1925 Convention 


States Life of Missouri 
has decided upon Atlantic City as the 
convention city for 1925 for the recently 
organized Central States Life Club 
This is a club of all field men who pay 
for $150,000 in the calendar year. All 
those who qualify for club membership 
age be given a trip to Atlantic City and 

addition the company has announced 
a number of attractive awards for strong 
renewal records. The club officers will 
be announced at the 1925 conven- 
tion, the president being the man who 


The Central 
} 


secures the largest amount of premiums | ! 


on paid business and the vice-president 


the second largest amount. 


There will | 


be large cash bonuses for renewal ratios, | 


increasing as the ratio approaches 100 
per cent, and a special prize for the 
member whose business shows the high- 


est renewal ratio and w ho will be named | 


as “persistency chief. 


Barr Visits Wisconsin Agency 


J. F. Barr, vice- president and super- 
intendent of agencies of the Kansas City 
Life, visited the Wisconsin agency a few 
days ago and expressed himself as very 
much pleased with the results of 1923, 
the company’s initial year in Wisconsin. 
A quota of $1,000,000 was placed on the 
agency for 1923 and $2,095,500 in appli- 
cations was submitted in that time. The 
company has assigned a quota of $3,- 
000,000 on the agency for 1924. Edw. 
Madden, who is manager of the agency, 





LIFE 


has no doubt but what his agents will 
be able to write the quota. 





Missuri Agency Celebrates 


[The southern Missouri agency o1 the 
Missouri State Life celeh 
i tl jiggest year in the history of the 


} 


i s t 
agency with a sales conterence and 
quet at Spri field AB, Law- 


rence, vice-president, and John J. Crow 
lev, second vice president ot the comp- 
were the guests of honor Both 
made addresses. It was Mr. Lawrence's 
first visit to the agency but Major 
Crowle who is known through south- 
ern Missouri as “Major a 
personally acquainted with most of the 
agents present W \. 
toastmaster. 
\t the banquet the names of the mem 
bers of the M. A. Club, an organization 
uthern Missouri agents who pro 


duced $50,000 or mo paid-for bus! 
ness was revealed omicers are: 
; , 

President. Robert ] Linn Creek 





vice-presidents, ]. on, West 
iins; Lester B Springfield 
Melton, Sedalia: R Paul 
McGriffin, Aurora; Elmer |! Clinton, 





Northwestern Mutual Iowa Meeting 


lowa agents of the Northwestern Mu- 
tual Life to the number of 75 p: rtici- 
ited at a conterence at Des Mi ines 


Friday and Saturday. M. H. O. Wil 


liams, superintendent of agencies, and 
oseph T. Gallagher, superintendent of 
e claim department, both from the 
home office, addressed the conference 


The event closed with a banquet it 

uch E. D. Perry, Des Moines attor- 
ney, spoke. J. J. Hughes 
at Des Moines, presided 

Mr. Gallagher was a guest of honor 
at the¢ weekly luncheon of the Des 
Moines Chamber of Commerce Friday. 
and delivered a George Washington ad 
dress 


wl 


general agent 





Mississippi Valley Notes 

PrP. C. Barclay 
iger for the 
at Cairo, Ill 


aged 60 years, local man- 
Massachusetts Mutual Life 
died suddenly Feb. 18 at 


his home in that city He was well 
known in the central states and promi- 
nent in Masonic circles 


Hollis C. Hunter, general agent for the 
Northern States Life at Hammond, Ind., 
is seeking the Republican nomination for 
county recorder He will gain not only 
the nomination, but also the election, if 
he is as successful in politics as he has 
been in writing insurance policies, for 
he wrote his company’s first $100,000 pol- 
icy this year 








| IN THE SOUTH AND SOUTHWEST | 














CHECKING UP TEXAS LICENSES 


Commissioner Scott’s Action Is Directed 
Especially Toward Bank Agencies 
In That State 


AUSTIN, TEX., Feb. 26—Commis- 
sioner Scott will shortly issue an order 
directing his license clerks to make a 
close inspection of all applications for 
agent’s license for the vear beginning 
March 1. In fact, 
the instructions and later will enter a 
formal order. This grows out of alleged 
coercion by banks whose officers have 
been licensed as insurance agents and 
who compete with the bona fide insur- 
ance agent, 

Letters have been received at the 
Texas department giving instances 
where banks have refused to make loans 
unless the borrowers would take their 
insurance from the agent in the bank. 
This forces many merchants and others 
into the bank-insurance agency and de 
prives the man who makes his living 
writing insurance from obtaining busi- 
ness that is rightfully his. Judge Scott 
is determined to stop it and_ will 
take vigorous steps to do it upon his re- 
turn from Des Moines, Ia.. where he 
was called by Commissioner Kendrick of 
Iowa to confer with the commissioners 
of several states regarding the consolida- 
tion of certain life companies, 


| One ot the 


he has already given } 


NEW BUILDING IS DEDICATED 


Formal Opening of National Life & 
Accident New Home Is Feature 
of Convention 


NASHVILLE, TENN. Feb. 26.— 
most interesting events in 
circles in Nashville during 
the past week was the annual conven- 
tion of superintendents and agents of 
the National Life & Accident and the 
formal dedication of the handsome new 
home of the company, attended by 150 
representatives of the company from 21 
states 

Service were presented to nine 
employes who had rounded out 15 years 
with the organization and each employe 
was furnished a handsome little badge 


Insurance 


pins 
pin 


carrying an engraving of the new build- 
ing as a souvenir Dances, banquets 
and special programs of music were 


among the entertainment 
offered 

The dedication was held Thursday 
morning, with Vice-Preside nt Thomas 
J. Tyne presiding President ( A. 
Craig in his address pointed out that the 
assets of the company had increased 


features 


from $13,000 in 1901 to nearly $11,- 
000,000 now Charles F. Johnstone, 
manager of the Hopkinsville district, 


ably represented the field force and 


, 1 
rated the close | 


INSURANCE EDITION 








21 





iddr 


A. S. Caldwell, 
yMmissioner; 

re R. Clements, Mayor Hilary 
E. Howse and Gen. Harvey H. Hannah. 
; | were terspersed witl 


esses were made by 





New Policies 


resses 


tic ] n 
c selections 


New and appealing line of 
policies being written. 


Volunteer State’s Figures 


The most successful year in the comp- 





anv’s history was shown at the annual 

a ckholders 2 eeting ot the —— Rates exceptionally attrac- 
State Lite ew usiness tor the year . 

amounted to $14,748,033 and total in- tive. 

come received amounted to $2,404,241 

The company ended the year with $68,- Unusual contracts toagents. 
057.101 of msurance in torce $8,297,749 | . . 
ted assets and a surplus for addi- Several splendid agencies 
tional protection to policyholders of i " 

go open in Iowa 


lhe company declared its customary 
10 per cent dividend and its capital 


stock Was increased trom $600,000 to 


Write for information. 
Louis H. Koch, President 


NATIONAL 


SSU0L000 


National L. & A. Promotions 
Recent promotions to superintendents 
y the National Life & Accident include 
T. A. Gates, Omaha: W. G. Sandlin, Chi 











cage, Mo, 1 WT Fire Little ‘Rech AMERICAN 

apolie: ©. Le James, Atlanta: [eB LIFE INSURANCE COMPANY 

G Ser hy iomatt me ‘ Burlington, lowa 
Fraternals’ Licenses Held Up 





License granting for fraternals are be- 


ing delayed in Oklahoma pending a meet- }| # 

ing of the Fraternal Insurance Board 0; 
created by the 1919 legislatures The /O 
I s composed of four members f 

we the insurar commissions s one of the business written by some of our larger 
and tl ther tl e are ppointed by the agencies is a direct result of the Fidelity lead 
EON ! (a x L. Bowman of King service. Our agents interview interested pros- 
fisher is « rmar At tl request of pects ay = who have written the Head 
Commissions - rR i Mr. B ' . Office for information. 


wman has de- 
Fidelity is a low-net-cost company operat- 


ire his intenti« ‘ calling ‘ ing . 
< d 8] ’ n f 1lling a meeting, ing in 40 states. Full level net premium re- 











is a number of applications to « nter the serve basis. Over Quarter of a Billion in 

Stat are AW ing the action of the force. Faithfully serving insurers since 1878. 

board The board is empowered to grant 

and revoke ill icenses of fraternals in FIDELITY MUTUAL LIFE 

Ok hor l i supervision over r 

ah: came — Ye || INSURANCE COMPANY, PHILADELPHIA 
Protests hav been filed against r« Walter LeMar Talbot, President 4 

admitting the Woodmen of the World A few agency openings for the right men 

to Oklahoma They allege that the in- | | 

surance organization does not comply 


with the 
ditions pre« 
Oklahoma 


laws of the state in fixing con- 


edent to doing business in 


Henry Retains Office 

JACKSON, MISS., Feb. 26—T. M. Henry | 
is still insurance commissioner of Mis- 
sissippi and will not give way to Stuart | | 
Cc. Broom, claimant of the office, as the | | 
result of a decision in Hinds county cir- 
cuit court holding that because former 
Governor Lee M. Russell did not give the 
required ten-day notice of disapproval of 
the incumbent, the appoinment of Broom 
was void. Governor Russell, who retired 
last month, refused to approve Henry's 


bond on the ground that he did not turn | | will make the most of it. There is no 
into the state treasury a large amount |! 


ats limit to what you can do in Indian- 
of insurance money Following disap- . 


proval of the Henry bond, the former || apolis. 
governor named Broom as insurance com- 
missioner. Henry, however, refused to 
step down and Broom took the matter 
to court It has not 





GENERAL AGENT 
aT INDIANAPOLIS 


—for such a big opportunity demands 
lots of driving force in the man who 


Moreover, we will help you produce, 
for we have a well organized depart- 
ment to help you find business and 


been brought out close it; our policies have new selling 
= ‘ ‘ ner or o < > 2 e; il e 
: Ra whether OF Rot an Appeal will & features and settlement provisions, 
a ‘ i. 
- a not yet issued by any other company, 
Farmers National Figures and our percentage of rejections 1s 
~ : = . a os one of the lowest in the country. 
The Farmers National Life of Chi- 


The man we seek is already a big 
producer, a splendid organizer, a man 
of high social standing, of at least 
$25,000 in assets and capable of earn- 
ing trom $12,000 to $25,000 per year. 
For this man we have a contract di- 
rect with the home office, embracing 
a liberal first year commission, a re- 
newal commission, a collection fee 
an office allowance and a business 
development allowance 

Can YOU qualify? Meet the first require- 
ment by writing to us at once. Address 


H-14, care the National Underwriter. 


$9,481,179 of new business 
in 1923 according to its annual state- 
ment, just published. It closed the year 
with assets of $2,021,759 and surplus to 
policyholders of $480,419, Its insurance 
in force Dec. 31 was $29,663,387, a gain 
of $3,990,746. Its legal reserve was $1,- 
501,327, which was exceeded by the item 
in assets on mortgage loans, $1,523,321. 
The success of the Farmers National 
is largely due to President John M. 
Stahl, who is well known outside of in- 
surance circles, having taken a special 


cago wrote 





interest in western writers, dramatists || NOTE: We also have an unusually attrac- 
and artists. He has served as president tive, special contract for good salesmen 
of various literary bodies, whose experience is limited. 














Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your message or your special sales contest. Send for 
proof sheets. 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 
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The Eyes of the World Are Centered on 


LOS ANGELES 


Beautiful! Delightful! Prosperous! 


It has been termed the “Magic City” by reason of its 
astounding and almost supernatural records of progress. Its 
| growth is unprecedented and its future certain. Every branch 
of business is sharing alike in this field of opportunity. ‘‘Things 
are humming” the year ‘round. Weather conditions do not in- 
terrupt the day's business. Hardly a month passes but that a 
new record is made in some line of endeavor. 


There Is Profit in Progress 


Come to Los Angeles to Live,—where opportunity is un- 
limited in the life insurance field. Prosperity and successful life 
insurance underwriting go hand in hand. 


With our co-operation in the field, you will find that the new 
Multiple Protection Policy which “pays 5 ways” will enable you 
to make an enviable record. 


Last year we paid for two millions per month of new business 
in eight counties. 


For information address 


JOHN NEWTON RUSSELL, Manager 
HOME OFFICE AGENCY 


56 Years PACIF IC MUTUAL LIF E Assets over 
oi’ INSURANCE CO. $0.00 


Pacific Mutual Bldg. - - Los Angeles 
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LIFE. HEALTH, ACCIDENT ~c MONTHLY INCOME INSURANCE. 


s]d eae LATEST POLICIES AND AGENCY CONTRACT BSH Ee 
Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus , 











“Life Insurance for 
Everyone” 


—and here’s what it means to you 
1. Elimination of efforts 
2. Increased earning power by your connection with the 
company that has “Life Insurance for Everyone.” 
\ liberal attitude towards impaired risks gives 100% service to 
Medical Life clients—and you make more by being able to realize 
on your time and ability to sell 





wasted on rejected applications 


Multiply your producing power by a connection with the Medical 
Life—a company that writes both standard and_ sub-standard 
insurance, also Child’s Endowment. Equal rates for both men 
and women 


Opportunity awaits you with a Medical Life Agency 
* 
A card brings the plan. 
” 
id 
. . 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


1. G. LONDERGAN 
Viee Pres. & Gen'!. Mgr. 


E. E. BROWN 
Agency Supervisor 





























| PACIFIC COAST AND MOUNTAIN FIELD | 











WRITING ON WHOLESALE PLAN 





Manager J. Stanley Edwards of the 
Aetna Life at Denver Had Fine 
Record in 1923 





\ popular development of group in- 
surance is the writing of firms employ- 
ing 10 to 49 lives, on the wholesale plan 
with brief form of individual application 
but without medical examination as put 
out by the Aetna Life. This permits 
banks, mercantile houses, jobbers, news- 
papers, laundries and small manufactur- 
ing concerns to give their employes the 
benefits of group insurance. 

An example of the possibility of the 
development of this class of business in 
a non-industrial territory is the Rocky 
Mountain Agency of the Aetna Life at 
Denver, Colo. The manager is J. Stan- 
levy Edwards, past president of the Na- 
tional Association of Life Underwriters. 
According to recent bulletin put out by 
the Aetna Life this agency wrote more 
wholesale insurance both in volume and 
number of firms covered than any of 
this company’s agencies in the United 
States and Canada, more than 60 cases. 


Expands San Francisco Office 


In order to meet the demands from a 
rapidly increasing business which has 
reached proportions greater than any 
previous year in the San Francisco ter- 
ritory, the Pacilic Mutual Life has leased 


three floors of a new building being 
constructed on Market Street between 
Montgomery and Kearney, San Fran- 


cisco. This will give the Pacific Mutual 
the largest floor space occupied by any 
life company in the city outside of the 
home companies. Credit for unprece- 
dented volume of business is given to 
Arthur C. Parsons, who joined the 
company as San Francisco manager 
a little more than a year ago. This 
agency is now writing more than a mil- 
lion a month and January showed a 
volume of $1,500,000. Mr. Parsons had 
no previous life insurance experience 
prior to entering the service of the 





j 





Pacific Mutual, having been engaged in 


the real estate and investment busi- 
ness. His ability has been recognized 
by the company in his election as a 


vice-president. 


Langpaap Made Agency Manager 


Otto Langpaap, who has been with 
the West Coast Life in various capaci- 
ties and recently superintendent of agen- 
cies in charge of California and Nevada, 
has been named manager of agencies for 
the company to fill the vacancy on the 
home office agency staff made vacant 
by the resignation of Charles-W. Hel- 
ser. Charles S. Hutchings, who has been 
serving as acting manager of agencies 
Mr. Helser’s resignation, will be- 
come agency secretary, succeeding 
James M. Miller, who resigns as of 

Mr. Miller’s plans have not 


since 


March 1 
been announced. Prior to going to the 
West Coast he was for eight years sec- 
retary-treasurer of the Montana State 
Life, moving to California to escape the 
rigorous climate 


Agency Managers Form Association 

A move to organize an association of 
life agency managers has been started 
in Portland Leslie Rice, manager for 
the Equitable Life of New York, is at 
the head of the committee working on 


the proposition. The organization in 
no way will detract from the strength 
of the Life Underwriters’ Association 


of Oregon, its organizers point out. It 
is_intended as a means for giving the 
managers opportunity to pass on mat- 
ters from the manager’s viewpoint 


New California Actuary 


Commissioner Squires of California has 
announced the appointment of S. Gundel- 
finger as actuary for the department, to 
fill the vacaney caused by the resignation 
of Clarence S. Coates, who returned to his 


former position as actuary with the 
Western States Life. Mr. Gundelfinger 
has been chief accountant for the Cali- 
fornia State Board of Control. 
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HAS WISCONSIN EXPLANATION 


Vice-President Behrens of the Conti- 
nental Casualty Tells About the 
Litigation in That State 


Vice-President H. A. Behrens of the 
Continental Casualty of Chicago has 
sent out an explanation to the agents 
of the company throughout the coun- 
try, of the litigation in Wisconsin in- 
volving accident and health policies. 
He says: 
having been given to the at- 
the Wisconsin insurance de- 
partment as to the use of present forms 
of accident and health policies, and the 
Continental’s name having been men- 
tioned in that connection, I think it well 
to acquaint you with the facts 


Publicity 
titude of 








|} Maverick 
| committer 


fname of the 


The state of Wisconsin has on its 
statute books the so-called standard pro- 
vision law as regards the form of acci- 
dent and health insurance policies. This 
law insofar as it effects the form of | 
policies, is identical with that in 15 other 
states and substantially similar to that 
of six more Under that law the Con 
tinental and all other companies admitted 
to Wisconsin have been issuing in Wis- 
onsin, with the approval of every com 
missioner since the law became effective 
some 10 years ago, identically the same 
policy forms as those issued in other 
states having the same or the similar 
laws 

New Forms Were Required 


insurance department 
companies ad 
approval of all 


Last October the 
of Wisconsin advised all 
mitted to Wisconsin that 


| 
| 


}of Wisconsin 


existing forms was withdrawn and that 
beginning with th@® new license year, 
namely, March 1, companies would not 


be permitted to write or renew outstand 
ing policies It required that new forms 
dictated by the insurance department be 
issued and it specified that thereafter no 


policy could be renewed after the term 
for which it was originally written 
meaning that a new policy must be 


issued each policy year, In 
of this and most of the 


the opinion 
other companies 


affected, the rulings of the insurance 
department were not in accord with the 
law of the state nor in accord with the 
welfare of the public Among other ob 


vious things, the ruling would forfeit to 
the policyholders in Wisconsin the rights 
and benefits of renewals of existing poli- 
cies, and this would result despite the 
fact that these policies were originally 
approved by the insurance department 
and contain a provision for renewal In 
of this ruling, the 


consequence accident 


und health association of companies, of 
which most companies doing this form 
of insurance are members, decided to 
test in a friendly suit the legality of the 
position taken by the insurance depart 
ment of Wisconsin In order to do this 
the litigation was placed in the hands 
of a committee, of which Vice-President 


member, and that 
test suit in the 


was made a 
brought 
Continental 

this suit it became 
to the supreme 
injunction against 
of the state 
injunction has been granted and is 
in effect It restrains him from in 


In the 
necessary to 


course of 
apply 
for an 
commi 


court 
the insurance sioner 
That 


now 


terferring in any way with the use f 
present policies or their renewals and 
further from cancelling the license of 
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dent and sickness disability (4 
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any company or its agents for using or 
renewing these forms. It further directs 
him to “seasonally” renew the licenses 
of the companies and their agents All 
this is by the terms of the injunction 


until the matter has been fully adjudi- 
cated by the courts. 
I am advised personally, though not 


officially, by a number of agents in Wis- 
consin that the insurance commissioner 
has threatened radical action ; 
despite the injunction To me it 
unthinkable that the rights of the policy- 
holders and the thousands of agents in 
Wisconsin should be jeopardized by a 
public official pending the normal settle- 
ment of a disputed question by 
process of law. I am in hopes that the 
rumors that have reached me in this re- 
gard are ill founded 


H. & A. MID-WINTER PROGRAM 
Detailed List of Speakers and Topics for 
Conference Session at Chicago 


Next Week Given Out 


The completed program for the mid- 


winter meeting ot the Health & <Acci- 
dent Underwriters Conference, which 
will be held at the Congress hotel in 


Chicago March 5-6, was announced this 
week. In addition to an unusually good 
list of speakers, the round table discus- 
which have proved to be such a 
big feature at the last two or three 
meetings ol the conterence, will be con- 
tinued and an interesting list of 


is assigned tor discussion at 


sions, 


topics 
those ses- 
sions. 

A meeting of the executive committee 
the conterence will be held at the 
Congress hotel the March 4, 
which all conference members are in- 
vited attend. The program for the 
regular conference session in detail is as 
follows: 


evening of 
. 
I 


Wednesday, 10 A. M. 


Call to Order—E,. C 
ing. 
Address of 
Sweitzer. 
Report of Exec 
Pauley. 
Report of Treasurer—C, H. Brackett 
Report of Grievance Committee ce. 
Ray 
Report 
G. Royer 
Report 
Patterson, 
Report of Educational Committee Ww 
G. Alpaugh., 
Report of 
Gordon, 
Report of 
J. Tharinger. 
Report of Auditing ¢ 
Arford. 
“Supervision vs 
Ramey, Secretary 


Budlong presid- 
Welcome — Robert M 


utive Committe¢ Cc oOo 


of Membership Committee—H. 


of Manual Committe: John 
Statistical Bureau—H R 
Credentials ¢ 


“ommittec A. R 


Control’—James F 
Fidelity Life & Acci- 


dent 
Report of Entertainment Committee 
W. T. Grant. 


Wednesday, 2 P. M. 


“Automobile Accident 
Louis I. Dublin, Statistician Metropoli- 


Statistics Dr 


“Are We Apt Students”—W,. T. Grant 
President Business Men’s Assurance 

Round Table Discussions 

1 What effect will the 
chiropractors have upon 


diagnoses of 
disability sta- 


tistics and morbidity rates?—Dr. J. R 
Neal, Mutual Life of Illinois, presiding 
2 Is it desirable to issue policy divi- 


dends each vear to all policyholders not 
making a claim? Shall the policy divi- 
dends take the form of cash payments 
or increased benefits? Shall they accu- 
mulate from year vo year providing no 
laim is made?—F. J. Tharinger, Old 
Line Life, presiding 


Dinner — (Courtesy of the Chicago 
Companies) Florentine Room, Congress 
Hotel, Wednesday, 6:30 p. m 


Thursday, 10 A. M. 

Homer J. Buckley, 
Advertising Council of 
President Buckley, Dement & 


“Creative Selling” 
Vice-Chairman 
Chicago; 
Co, 

“Changes in Standard Policy Forms 
Thomas Watters, Jr., Attorney-at-Law, 
Des Moines, Ia. 


Thursday, 2 P. M. 


“The Necessity of Cooperation Between 
Underwriting and Claim Departments 
Robert R. Harrold, President Interna 
tional Claim Association Chief Claim 
Adjuster Pacific Mutual Life 

‘Observations of a Newspaper 

R. Weddell, Associate Editor 

Fic 1d.” 

Round Table Discussions 

1. Discussion of the elimination of 
the first week, two weeks, etc., of acci- 
‘ontinua- 
tion of the discussion at the last meet- 

x of the report of the committee on 
riders, eliminations and cancellations.) 


Man” 
Insul 








‘ommittec Ap 








| Usefulness and necessity of more 


—Geo. W. Young, Jr., Interstate Busi- 
ness Men's, presiding 

2 What effect will group disability 
insurance have upon the 4 


> 


future of the 
monthly premium business Will this 
type of insurance (group disability in- 
surance) eliminate the demand for indi- 
vidual disability policies or will it serve 


to make known two the wage-earner the 
bility insurance?—C. ©. Pauley) Great 
Northern Life, presiding. 

More New Conference Members 


Detroit is 





‘ st recent to the list of 

_| applicants for membership in the Health 
i & \cc c l derw ers (st erence 

lIn all five ce inies have applied tor 

r ec! ¢ ys < last meeting ot 
| the ‘ erence < others bei @w tie 

1 4 ental Ca oe ' Kok« Lite & 

iA Ke ine Great Ame 

‘ ( Itv of ¢ g 1 First Na 


Holmes Succeeds Collman 
Holmes, 


George W. vice-president of 
the First Trust Company of Lincoln, 
Neb.. has been made executive vice- 
president of the Lincoln Life, succeed- 
ing the late O. J. Collman. Mr. Holmes 
director of the company. 
He will function as chairman of a com- 
mittee, the which 


has been a 


i ; 
other members of 


are A. W. Richardson and Dan Hilde- 
brand of Seward, directors. Mr. Holmes 
said that the official and agency staff 
of the company would remain as at 


present constituted, and that the same 
general program and policy as Mr. Coll- 
man had laid out would be followed. 
Resolutions of appreciation of the work 
ot Mr. Collman, founded the 
pany, and of his high personal charac- 
ter were passed by the board. 


who com- 


Will Have Its Sales School 


The Bus s Men's Assurance has 
made su s ! s 
a school at its head office for instruction 
alone selling lines Its nint) lass will 
start March 17 and end March 2 TI 
I J. Mon 
ry f ‘ 
S grad 
f Life I! 
i numt 
f tv of 
leg d tl 
£ it Hays 
1 be rely from t) 
home office staff President W. T. Gr 
will give some addresses during the 


course, 





NEWS OF LIFE POLICIES 


New Policies, Premium Rates. Liv rrender 
Values and all Changes im Policy Literature. Rate 
Books, ¢ > enent Unive Mar 

Di rest yublished annually in May at $5.90 ar ¢ 
Little Gem ™ published annua'ly Ar at SLU 











ATLANTIC REDUCES ITS RATES 


Non-Participating Cost Now 10 Per- 
cent Lower, Making Favorable 
Showing on all Forms 


The Atlantic Life has reduced all non- 
participating rates trom 5 to 10 percent 
and put its rates on a new competitive 
The tollowing table shows non- 
participating premiums without disabil- 
ity benefits. 


basis 





End 
0 1 t 
Ord, y ir Year \qe 

Age Life End. End f 
33 » BOA 164 56.31 16.37 
15 1.37 56.05 14.0 
16 142 56.10 14.40 
17 147 6.15 14.75 
18. 151 56.19 15.12 
19 9.56 56.24 15.52 
“0 19.60 56.28 15.93 
1 13.77 19.64 6.31 16.37 
° 14.08 969 K6R4 16.84 
p< 14.41 39.72 56.38 17.33 
Bis 14.75 8.76 56.41 17.85 
25. 15.10 19.81 56.43 18.40 
o8 15.48 tO.86 6.46 18.988 
o7 15.88 992 6.49 19.60 
oR 16.29 99 6.54 0.26 
20 16.73 40.08 56.59 0.97 
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The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 


Che continued progress of the Company during 1923 as 
shown by its 64th Annual Statement is evidenced by the fol- 
lowing figures: ] 

Gain Over 1922 
$ 8,350,196 
22,169,042 


Paid-for Business, 1923 - - - - 
Insurance in Force, Dec. 31, 1923 - - 
Admitted Assets - - - - - 
Liabilities - - - - - - - 
Surplus and Dividend Fund - - - 


$ 43,772,689.00 
228,479,842.00 
45,339,283.55 
39,423,508.34 
5,915,775.21 





For information concerning opportunities in the field force of 
The Guardian, address: 


T. LOUIS HANSEN, Vice-President, or GEO. L. HUNT, Supt. of Agencies 


Home Office: 50 Union Square, New York 














JAMES J. CAREY 


JOSEPH GERSON 
President 


EDWARD T. LYONS 
icePres. Sec’y-Treas. 


The Columbian National 
Fire Insurance Company 


LANSING, MICHIGAN 


Statement January 1, 1923 


ASSETS LIABILITIES 
Real Estate......$ 181,314.30 Unearned Pre 


mium Reserve..$ 778,778.80 
Mortgage Loans.. 1,198,484.78 1 465 Reserve. ... . 190,306.91 
Stocks & Bonds.. 366,719.82 Taxes, Contin- 
Cash in Bank.... 109,604.43 


gencies Reserve 107,385.00 
Accounts Receiv- 


Capital 
Stock. .$650,000.00 
Net 
Surplus 357,255.63 
Surplus to Policy- 
holders ...... .. 1,007,255.63 


178,918.32 


Accrued Interest. 48,684.69 








$2,083,726.34 $2,083,726.34 














WRITE TO 


W.. A. Stalnaker, Director of Agents 


Box 776 Clarksburg, W. Va. 


For ground-floor opportunities in 

Pittsburgh and Western Pennsylvania 

and in West Virginia which was recently 

opened and where more than ONE 

HUNDRED THOUSAND DOL- | 

LARS PER MONTH is being written 
by 


FEDERAL UNION LIFE 


OF 
CINCINNATI 
































DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 
YMAN & PALMER 


General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 

105 So. La Salle 
CHICAGO, ILLINOIS 





























THE 
UNITED STATES LIFE 
INSURANCE COMPANY 


In the City of New York 
Organized 1850 Nen-Participating Policies On! 
Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 

















Only high -type men and women can obtain 
contract to represent this company. 
nm territory in Ohio and Minnesota. 


Ope: 
Interesting General Agent's contract di- 
rect with Company backed by real co- 





operation. 
Curmrow Matonay Jacxson Matonzy 
Presid Vice Presid 


A. Mosareay Horxiws, Manager of Agencies 


Home Office Building 
111. N. BROAD ST. PHILADELPHIA, PA. 














Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can - 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 




















42. . | When three premiums have been paid 
4: 3! the company will make the assured a Care The lerwriter 
41. 42. : real estate loan in the sum of $650 for 
rt . 2 rt wt each $1,000 of insurance carried limited 
> tlle $5.: 42.21 44. ' 5 F g | to 65 per cent of the value of the real 
a 36.55 43.51 45.20 60.44 5.20 | estate offered as security for the lean. 
46.. 37.80 44.87 45.91 61.00 8.17 | The loans are then repayable principal The old line 
47.. 39.11 46.28 46.69 61.61 1.46 | and interest in ten annual installments 
> bo +4 pH 44 Sean ooze eat lof $120, or a total of $1,200 for each $1,000 . a 
4g 95 49.2% 3.02 9.2 
eeees 4 4 e “ > borrowed 
50. 43.48 50.89 49. 4 63.84 C d R p d L f 
61. 45.09 52.57 50.63 64.73 69.09 — edar apids 1re 
52.. 46.80 54.33 5 5 65.71 75.11 . : : 
o3.. Seas tree Gkis Gate 826s Missouri State Life Insurance Company 
54. 50.52 58.09 54.66 67.96 poy The Missouri State Life dividends for - 
gs. ue bre > oop 56.25 a — 3 the pane Prony ong F = gee . not be of Cedar Rapids, la. 
57. 56.99 64.49 72.18 | changec rom the 1923 schedule 
58. 59.42 66.85 73.86 ' 
62.02 69.36 75.70 * . —— a a 
60. 64.79 72.01 77.71 | Massachusetts Mutual Wants three state agents for 
ag a | The Massachusetts Mutual Life has Central West 
American National voted that for the year beginning June 1 
The American National of St. Louis| next the rate of interest to be allowed 
has announced the rates on its “Guar-|on dividends left with the company to 
anteed Success Income Policy” which | accumulate will be at the rate of 4.8 per- A Good Chance for 
provides $100 per month for 20 years toO/ cent per annum instead of 4.75 percent. 
the beneficiary in case of death before | The rate of interest to be allowed on Reputable Men 
age of 65 years and also $25 on each funds left with the company, under va- 
wedding anniversary and Christmas Day] rious optional methods of settlement, 
to the beneficiary during her life time. |W ill be 5 percent instead of 4.75 percent 
The policy also pays $100 a month for | cee 
20 years if age 65 is exceeded and if | 
assured dies before additional 20 years | February a Banner Month 
expires his beneficiary gets the wernt { | The Commonwealth Life of Louis- 
for the balance of the twenty-year period. | vine reports $1,500,000 ordinary busi- AC : | UARIES 
It also carries provision for total and} — . a xi eerky . wi 
permanent disability. The premiums for | "€SS SO tar lor ebruary which 1s the 
$100 for month income under the policy | he st. month Ss record. : lhe agents are 
follow: striving for official positions which new 
Without With Without With | business gets them in the Common- 
' Ann. Aan. om Aan Ann | wealth Construction Company. This ONALD F. CAMPBELL 
Ag 2eT en 4 re en en. ° ° oo ° 
if $286.70 $363.80 40..$ 665.60 $ 788.50] contest is one devised by \ ice-Presi- COMM. TENG 
20.. 324.80 407.10 45. 866.40 1,008.80 | dent Smith Homans and is based on the A 
7 374 90 463 90 5O.. 1,852.80 2,057.10 | company’s new home office building ree S. Dearborn St. 
30 4 50 8639.00 55 | aoe elephone son 3384 
35.. 533.50 641.90 | plans, CHICAGO, ILL. 


has 


National Assurance 


success 
but is not 


The American 
experienced 
new Home Builder's 
pushing the policy throughout its terri- 
tory, limiting its activity for the time 
being to Missouri and Illinois. This 
policy is issued at any between 21 


also some 


policy 


age 


}and 40 years for the flat premium of $120 


The premiums are 


per $1,000 insurance 
the in- 


payable for three years only but 
surance continues for a term of 15 years 


with its] 
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ing about $700 and escaped. Both rob- 
bers were youthful and well dressed. 
The office is in the heart of the financial 

WANTED 


ASSISTANT MANAGER 


One of the 
wants an as 
Connecticut 
State 
pany 


ice companies 
familiar with 
d commission. 
present com- 





largest 





age and 


represented 









































WITH INDUSTRIAL MEN 








GIVES VIEWS ON ASSISTANTS | 

W. J. Kelaghan of the John Hancock 

Mutual at Providence Speaks About 
Promoting the Men 








HOME LIFE INSURANCE CO. 
New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Pren ums received during the 





year ...$ 7,686,855 
Payments to Policyholders 

+ their Seneficiaries i 

Death Claims, Endowments, 

D ends, ¢ 5,471,544 
Incre ets 2,401,987 
Actua Ms of the 
Insur: rc sees» 247,373,210 
Admit 45,655,222 

FOR AGENCY APPLY TO 


HOYT W. GALE 
General Manager for Northern Ohio 
223-233 _Leader-News Building 
CLEVELAND, OHIO 





}not certain that any other system will 


William I. Kelaghan, superintendent 
of the John Hancock at Providence, 
R. 1., gives some thoughts on assistants, 
He said that the assistancy system was 
as old as the industrial business. It is 


work out. He said that the selection of 
assistants was very important, and that 
they must be loyal. One need not be 
the best producing agent, as some good 
writers fail as assistants. Sometimes in 
a new territory where the assistancy is 
held out as a prize it must be given to 
the leading producer but this is not al- 
ways the case. The assistant must be 
willing to take the responsibility for 





every man under his supervision. He 
must take the credit and the responsi- 
bility for the best and the poorest 











man, 
Work of the Assistant 


It is most important that the poor 
agent be made a good one than that the 
good agent be improved. Mr. Kelaghan 
said that although the great number of 
finals were to be regretted there were 
some things more important than elim- 
inating finals. He said that it was het- 
|ter to have a good staff than to have no 
|finals. If a man shows signs of failing 
jin the industrial business, there is no 
use keeping him on. He should be put 
jout of the business as soon as it is 
|known that he is going to quit. This 
may increase the number of finals but 
}it will quickly bring up the calibre of 
increase and 


ithe staff and it means 
| greater satisfaction. 
| P, M. Wood, of Brooklyn, No. 1, told 


lof his experiment with unattached agen- 
which has been very successful. 
Twenty-two men were selected from the 


ces 


lo 
} ity, 


agency to be unattached, that is to op- 
erate without any assistant superintend- 
ent over them. The result was very 
satisfactory. Mr. Wood said however 
that only picked men could be used on 
such a system. 


Prudential News 


vacancies in the 
district of the 
and 
To- 


assistancy 
No, 2 (Ohio) 
filled by Lawrence 
both agents in 


The two 
new Toledo 
Prudential are 
Clarence W, Jacobs, 
ledo 

Another 
tory was that of Agent 
of Cleveland No. 1, who 
as assistant superintendent 
land No. 4 district 

Agent Harry C 
No, 4 district, led 
for whe 


promotion in Division F terri- 
Kyrle J. Holland 
was appointed 
in the Cleve- 


Meyer of the Brooklyn 
Division B in ordinary 
net issue first six weeks of the 
year 
Agent 
port, la. 
of Division L 
and is 


Daven- 
vear 


Murphy of 
the leaders this 
writing of industrial 
great 


Thomas A 
is one of 
in the 
business out to make a 
record, 

Agent 
Kan., 
year in the 


Wheeler of Kansas 
fine start this 
industrial busi- 


Cornelius FE 
has made a 
securing of 


ness In addition his debit presents a 
very commendable condition regarding 
low arrears and high advance payments. 

Agent Ray Johnson of Kansas City 
No. 1 has been promoted to the position 
of assistant superintendent in that dis- 
trict 

Agent Franklin W. Buck, Detroit No. 1, 
is showing excellent progress in or- 
dinary. 


Shot by Payroll Robbers 

office manager 
for the Mutual Life of Baltimore's St 
Louis office, is in the hospital there in 
a critical condition as the result of being 
robbers who 


Frederick L. Schneider, 


|} shot by one of two payroll 

invaded the company's office Saturday 
Mr. Schneider was shot when he at- 
tempted to wrest an automatic pistol 
from the hands of the robbers As 
Schneider fell to the floor, the robbers 


scooped up filled pay envelopes contain- 
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district, but the robbers had no trouble 
making their escape, 
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| NEWS OF LOCAL ASSOCIATIONS 











PROGRAM OF SALES CONGRESS 


New York City Life Underwriters Plan 
a Very Practical List of Talks 
at Meeting 


SEE BIG CLEVELAND MEETING 


Notable Program Arranged for Sales 
Congress March 8 and Record 
Attendance Expected 





The New York City Life Underwrit- CLEVELAND, O Fe ‘ \r- 
ers Association will hold a one-day sales | rangements are being rap! I ‘ i} eted 
congress at the Hotel Astor March 11. r the fourth 1al sales congress t 
The speakers at the morning session | D¢ held March 8 in the Statler Hotel 
will include E. Paul Huttinger of the| J. Elliot Hall, of Hall & McNamara, 
legal department of the Penn Mutual | New York, will discuss income msur 
on “What the Average Agent Should nee Perez F. Huff, leading produce 
Know About Taxes in Selling Life In- wr the Travelers will also speak 
surance”; William H. Beers, Rochester, | both the ¢ bus and Cleveland 
N. Y., Mutual Benefit Life, on resses 
“Monthly Income Insurance”; Harry E. P. M. Ray, assistant superintendent ot 
Morrell, chairman of the membership gencies for the Equitable of lowa, will 
committee of the New York City Asso- eak o1 Lite Insurance Salesmanship 
ciation, and Griffin M. Lovelace, direc- he Job ar the Ma D. C. Wills 
tor of Life Insurance School of New | ©#! in of e Federal Reserve Bank 
York University, whose subject will be | ©! ‘ leveland, will discuss “The Business 
“Selling Business Life Insurance to the | Outlook 24 
Small Business Man.” Members Admitted Free 

J. Elliott Hall will preside over the \\ , TT e 
afternoon session. An hour and a quar- ne ee, ee 
ter will be given to the narration of ex- sa mi ." Louis, will « oe: 
periences of the average agent, those ee ith Actual \ppr ee oe 
who sell average policies to average peo- + yy ch a WO Mc — oath 
ple in an average way. C. D. Kenny of | [)° “'¢¥eland associat lh acetate tins 
the Mutual Benefit Life will speak on ng will be admitted fret ; e 
“The Endless Chain Method.” Emma | ?“'°°"* will sp dy arged ees 
H. Ditzler of the Connecticut Mutual | /“‘ pace A yay MB mg 2 veemy: b 
Life will describe how she wrote at least a pe inde we . os uae _—~ 
two applications everv week and Stuart - — , = a wie gress will 
D. Warner of the Penn Mutual Life - ” mage Wy : geen “ing = 
will tell how he was able to pay for 60/ . lee age. BP ae 9g “der 
cases in 11 months for an average pol , a Ag prerers ager ome 
icy ot $15,000 Clanev dD Connell of 7 t s Tece t é 
the Provident Mutual Life will tell | 4:..°; al at the next meeting ng 
ibout his presentation of old age income ete wt “hes ae ckets will 
protection. Leon Gilbert Simon of the | ~ a ae wert | , 
Equitable Life of New York will discuss : ' beh c oneress $ s d 

\ New Sales Approach on Inheritance re ; r 7, ee: 2 
Taxes.” Lewis Guberman of the Union ane ' ae ; 5 
Central Life will explain “What Hard | ind drawe its ccowd from cen 
and Intelligent Work Will Accomplish.” | \., ee ee a a 
There will be a prize contest ending | ;, oe . dese pee tan bed zn 
the congress, conducted by Mr Hall. on Oh; 4 writ : re ; 
the subject, “The Entire Selling Proc- | ox. ee en ee ee 
esc” fills are cine made to indie 

: ain oo 1 March s 

o h ae ie the 

maha, Neb. The regular nonthl 
sepa all Gees Ginaties aaraemane m mehly , ASSOCIATION HONORS APPEL 
urday, was addressed by Dr. J. FE. Wag Ta 
— saater of . iret Methodist Boston Organization Pays Tribute to 
coon Sinaaelaiiens aut aiie tbc sub- Recently Elected Head of New 
Three new members were elected England Mutual 


* * * 


Cedar Rapids, la.—Dr. PD. M. Grisw 1 
of the State University of lowa was the 
speaker before the February meeting of 
the Cedar Rapids association, taking as 
his subject “Hygiene as the Life Insur 
ince Company Sees It Dr. Griswold 
spoke largely upon preventative meth- 
ods utilized in halting epide s Many 
local physicians were fuests§ for the 
vening and listened to tl dis« sik f 
! dical-insurance questior President 
M. J. Hedin of the association took 
sion to outline program for the r 
mainder of the vear, showing an attract 
ive series of discussions in st 

* * 

Evansville, Ind. The f ! it 
ossesses insurance is a sure sign that 
he is a desirable unit in a comn tv. 1 
matter whether he possesses ny ther 

perty r \ ! ‘ 1) 
WV FF. ¢ 1»! .. % t Firs 
tional Bank f St. 1 1 vho w tl 

neipal | ker a I 
f tl I i ville s t Mi tha 

’ ns i ‘ ! d ! ker f ! 
Eevansvi nad \ v i rd } 
idt f br. G ! Hi “ i ! 

! d here by |! I Mel \ is 
int viee-pr ler f thre I t Na 
al Bank of St, Lou who a poke 
flv at the banquet 


BOSTON, MASS., Feb. 23 Che sin- 
cere regard and ad: rath ot Bostor 
life men for Daniel F. Appel were ex 
pressed Thursday at the February 
luncheon of the Boston ass tion. The 
pres le t the New l wv Mi 
Lite received the congratulations 
s¢ ¢ OO agents a executives n 
his rece ele . 4 tha hig! I ¢ 

1 BI i ra x talk t his nas ld 
them how much the g vill eant 
to | M Appel, w s eX-pres 
le \ss t c 

er given in his he the Ass 

< t Ww hie > 10 he the s 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











INVESTMENTS | 


Safe Profitable Satisfactory | 
Selected First Farm Mortgages on unexcelled security 
in the best diversified farming sections of Northern 
Illinois and Missouri. 

Highest interest earning consistent with safety. 

Our record for efficient and satisfactory service is the 
result of twenty-five years experience as Financial Cor- 
respondents for large Eastern Life Insurance Company 
and general mortgage brokers without a loss. 
Information regarding borrower, security and titles 
guaranteed 

References and list of offerings furnished on request 


Hoffman Mortgage Company 


Central National Bank Building 
St. Louis, Missouri 








OTROS UP ELS — PA MEDEA 





Why Not Write Us—Find 
. Out For Yourselves? 
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Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Incorporated Under the Lawe of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. N. WARFIBLD., Jr.. Secretary. Treasurer 


Cc. MAGINNIS, President ; 
Dr. J. H. IGLEHART, Medical Director 


J 
}]. BARRY MAHOOL, Vice-President 
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The COLUMBIA LIFE INSURANCE 
COMPANY 


of CINCINNATI, OHIO 


ESTABLISHED 1902 


Attractive General Agency Openings 
in Ohio, Indiana and Kentucky 


SUMNER M. CROSS, President 














A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 

















Provident Mutual 
Life Insurance Company 


of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident 
Mutual make it easy for an agent to fit 
a policy to a definite need of his policy- 
holder. 


The policyholder also finds it easy to un- 
derstand that his particular purpose in 
taking the policy will be definitely car- 
ried out. 


These policies are thus admirably adapted 
to an Insurance Programme—for the pro- 
tection of the policyholder’s family or of 
his own old age, through income—for the 
education of his children—for the protec- 
tion of his business or of his estate—for the 
cancellation of a mortgage or other debts. 




















stated, like responsive loyalty and with 
it the opportunities for men engaged in 
life insurance are supurb. 

President Ferguson introduced 
George Woodbridge of the Equitable as 
next speaker. Mr. Woodbridge, speak- 
ing briefly on the “Use of Life Insur- 
ance in Connection with Church Fi- 
nancing,” based his remarks on the re- 
cent publication by Everett M. Ensign, 
executive secretary of the National As- 
sociation of Life Underwriters. One 
finds abandoned churches throughout 
Massachusetts, abandoned because they 
were only supported by a few individ- 


uals. This has created the opportunity 
for life insurance, stated Mr. Wood- 
bridge. He expressed the opinion that 


there are enough churches in Boston to 
provide for over $100,000,000 of insur- 
ance to meet their needs and he felt that 
church insurance is an oportunity to be 
treated with in a professional manner. 

Arthur W. Dudley of the Union Mu- 
tual, George E. Rawson of the Prov- 
ident Mutual, C. B. Strout of the John 
Hancock, Brant Nichols of the Phoe- 
nix and W. H. Boireau of the Aetna 
gave short five minute talks illustrating 
practical ways of developing or closing 
cases. 

W. B. Phelps of the Travelers, chair- 
man of the program committee, an- 
nounced that the annual sales congress 
is to be held March 29. There will be 
a luncheon. The program is now being 
lined up. President Graham Wells of 
the National Association has been in- 
vited. Griffin M. Lovelace, who made 
such a good impression at the January 
luncheon, John A. Stevenson, vice- 
president of the Equitable, and E. H. 
Brock, vice-president of the John Han- 
cock, are probable speakers. 

* * x 

Ind.—‘“Are policies good 
premiums?” was the main question 
before a special meeting of the Fort 
Wayne association held to discuss a plan 
offered by a Fort Wayne institution not 
engaged in the insurance business, in 


Fort Wayne, 
as 


which life insurance policies are to be 
given as premiums 
The consensus among the life insur- 


ance men was that such schemes are det- 
rimental to their business and create an 
entirely erroneous and misleading im- 
pression in the minds of persons who do 
not understand the insurance business 
What may appear as cheap life insur- 
ance, more often turns out as the most 
expensive insurance that a person can 
buy, they contend, and it was for the 
purpose of thoroughly investigating such 
policies that the meeting was held 
* * * 

Columbus, 0.—J. J. Jackson, general 
agent of the Aetna, addressed the Colum- 
bus association Monday noon. Mr. Jack- 
whose home is in Cleveland, has 
been for many years a large producer of 
life insurance. At this meeting the 
members of J. G. Belknap’s team, which 
won the membership contest some weeks 
ago, were guests of the association, and 
the new members were introduced. Mon- 
day evening Mr. Jackson also spoke at a 
meeting in the auditorium of the Y. M. 
C A. his topie being “Everybody's 
Friend.” The purpose of this meeting 
was to call attention to the educational 
course in life insurance at the “Y” which 
opened Feb. 26 The underwriters are 
completing arrangements for the sales 
congress to be held March 7 
*x* * * 
Cal.—An 


son, 


attendance of 
agents which approxi- 
the monthly dinner- 
Angeles association 
week in the Pacific 
Perrine, ex- 


Angeles, 
insurance 
mated 300 marked 
meeting of the Los 
which was held last 
Mutual auditorium E. P 
ecutive secretary, stated that he had 
received 127 applications for member- 
ship. The announcement of this number 


Los 


life 


of new members was greeted with 
hearty applause, but President Ayars 
stated that this is just a start in the 
realization of a systematic plan to in- 
crease the membership to at least 1,000 
before the convention of the National 
Association in Los Angeles next July 
Attention was directed to the fact that 
the Penn Mutual agency has a 100 per- 
cent membership in the association 

Dr. E. G. Simmons, vice-president and 
general manager of the Pan-American 
Life of New Orleans and past president 


of the American Life Convention, who is 
visiting California, was the first speaker 
introduced His subject was, “Life In- 
surance Service, the Biggest Thing in 











Life.” His address voiced an appeal for 
the possession of greater knowledge by 
the life underwriter along three lines— 
first, knowledge of the business; second, 
knowledge of people; and, third, knowl- 
edge of self. Each phase of the subject 
was clearly and forcibly outlined, and 
in his closing remarks, expressing the 


importance of eliminating all fears and 
doubts from the mental attitude of the 
life underwriter in his daily work, Dr. 


Simmons concluded his address by quot- 
ing the poem, “The Mountain of Doubt.” 
His speech was instructive and inspiring 
and evoked hearty applause. 

The next speaker was Samuel Mc- 
Curdy, whose address on “What Becomes 
: forcible and 


of the Money” was a clear, 
convincing reply to the attacks on legal 
reserve life insurance which have re- 


cently appeared in the “Dearborn Inde- 
pendent.” 


* * * 


Kansas City, Mo.—The Kansas City as- 


sociation took up “Life Insurance and 
Church Financing’ at its February 
meeting, with the pastor of a _ local 
church, Rev. Sam D. Harkness, deliver- 
ing the principal address. L. L. Adams, 
district manager of the Metropolitan 
Life, added a report on the insuring of 
the life of its pastor for $50,000 by a 
Kansas City church, giving the reasons 
therefor and the purpose to which the 


fund was to be devoted. ftansom 8. Ste- 
vens of the Aetna added the description 
of a program of endowment that he was 
preparing at the request of another 
church and George Forsee of the North- 
western Mutual outlined specifically the 
manner in which the loss of the work 
and influence of wealthy men in churches 
could be partly avoided on their deaths, 
by means of insurance corresponding to 
“business insurance” taken by merchants 
and manufacturers; also how life insur- 
ance on members could secure debts in- 
curred for immediate church work. There 
were 16 ministers and members of finan- 
cial boards of churches present as guests, 
responding to the general invitation sent 
to ministers. 

Several ministers 
suggestions for the 
moting the idea further. 
tion will assist one minister in present- 
ing the subject to his church board and 
will provide speakers to explain the vari- 
meeting of the Ministe- 
A committee will assist 
representatives of the church extension 
boards and the Council of Churches in 
details of application to these phases of 
work 


have volunteered 
association, in pro- 
The associa- 


ous phases at a 
rial Alliance 


church 
* * * 
Northern 


Northern California, — The 


California association plans a meeting 
of more than usual interest for Feb. 29 
when, through the courtesy of E. H. 
Wilkes, third vice-president of the Met- 
ropolitan Life, the film “Fighting for 
Dear Life” will be shown. Arthur C. 


Parsons, vice-president of the Pacific 
Mutual, is in charge of the program and 


announces that C. C. Legerton, trust offi- 


cer of the Anglo-California Trust Com- 
pany, will address the underwriters on 
“The Cooperation of Trust Companies 
with Life Insurance Companies.” F. W. 


Heron, supervisor of the Fidelity Mutual 
Life, will talk on “Successful Ap- 
proaches.” Ben F. Shapiro, manager of 
the Oakland branch of the Equitable 
Life of New York, will also address the 
meeting 

* * * 


Tenn.—Life 
are both divine 
Powell, pastor of the First 
Baptist Church of Nashville, told the 
Nashville association at the monthly 
luncheon Monday, in discussing “Life 
Insurance and Church Finances.” 
“You fellows selling insurance 
apostles of God in the great constructive 
program,” he pointed out “IT am sorry 
for any man who is willing to go to his 
mansion in the sky and leave his wife 
and children not provided for I want 
my wife and children to miss me after I 


insurance and 
institutions, 


Nashville, 
the church 
Dr. W. F 


are 


am gone, but not to miss my support 
My labor may end but, through my in- 
surance policy my work may go on.” 


Dr. Powell urged the benefits to church 
and church upkeep, schools and colleges 
orphanages and the like from life insur- 
policies 

Russell King of the Life & 
dealing with the technical side 
question, offered the following 
tions some of the benefits to 
rived from the linking up of life 
ance and church financing: It increases 
the donors, provides immediate cash at 
death, saves interest, taxes and expenses 
for the money invested, makes gifts cer- 
tain, aveids making or changing wills. 


ance 
Casualty 
of the 
sugees- 
be de- 
insur 


as 








February 28, 1924 


is not contestable, nonchangeable and 
has collateral advantages 
~ 1” ~ 

Nashville, Tenn,.—Nashville underwrit- 
ers, students and any others desiring will 
be given the advantages of a course in 
life insurance under the plan decided 
upon by the Nashville association It is 
planned to introduce such a course here, 
either under the auspices of the local 
association or in connection with Van- 
derbilt University, and approximately 20 
members of the organization have 
already decided to enroll 

Possibly the most favored plan ad- 
vanced is to have leading agents conduct 
the lectures, two hours a week and ex- 
tending over a period of about three 
months, or 26 hours of instruction 

SS. ee @ 

Sioux Falls, 8. D.—The February meet- 
ing of the South Dakota association was 
held in Sioux Falls last week, with Rev 
H. J. Glenn, pastor of the First Lutheran 
Church, as the speaker Rev. Mr. Glenn 
took as his subject “Service to the Com- 
munity.” 

. = * 

Peoria, Ill.—Abner Thorp, editor of the 
Diamond Life Bulletins, 
Peoria association at its monthly session. 
His talk was said to be the finest the 
club had ever heard and as token of 
appreciation he was made an honorary 
member Chester O. Fischer, chairman 
of the entertainment committee, pre- 
sided 

* * * 

Springfield, Ill.—The Springfield asso- 
ciation at its monthly meeting heard 
G. A. Satten, special agent for the Mu- 
tual Life of New York, on “How to In- 
terest Prospects,” and E. E. Cantrail, 
general agent for the Northwestern 
Mutual Life, on “Life Insurance and 
Philanthropic Bequests.” Fred W. Pot- 
ter presided and 30 members attended 
the session. 


ANSWER TO “DEARBORN 
INDEPENDENT” ATTACKS 


(CONTINUED FROM PAGE 13) 


absurd proposition to say that we should 
pay the $1,000 plus the $419.98 and keep 
only the interest. Where would the 
company get the money. If 4 plus 6 
equals 10, by what sort of mathemati- 
cal gymnastics can Mr. Nash figure that 
6 equals 10 plus 4. When you buy a 
home on the installment plan and have 
finally made the last’ payment and re- 
ceived a clear deed, does the seller hand 
you back all the money you have paid 
on the principal and keep only the in- 
terest? One proposition is just as silly 
as the other, 
Must Be Extended 


“Now, $419.98 is the single net prem- 
iu,m, or the full 3 percent legal reserve 
on a fully paid up $1,000 policy at age 
35. But your prospect cannot spare 
$419.98 in a lump sum or does not care 
to put it up. He naturally does not 
want to pay cash for his estate when he 
can buy it on the installment plan with 
the assurance that it will be declared 
paid in full in event of his death before 
maturity. One wants to pay for it in 
ten years, another in fifteen and another 
in twenty years, and so on according to 
his purpose and pocketbook. Then by 
one of the most beautiful calculations in 
the science of mathematics the actuary 
computes the different installment plans 
desired for paying that $419.98. It is 
necessarily intricate, for remember it 
is only the survivors in the group who 


addressed the | 


| 


i 





ire going to pay these installments 
haven’t the time and you, perhaps, 
haven't the patience to permit me to go 
into the process of calculating an annual 
premium, but suffice to say that it is 
just as accurate as the science of math- 
ematics jtself. A legal reserve rate is 
determined by aplving the multiplication 
table to the mortality table. Mr. Nash 
vouches for the accuracy of the latter, 
ind I dare say the former needs no 
vouchers. 


What the Record Shows 





“In order to give you a comprehensive | 
view of the operations of a legal reserve | 
life insurance company extending over | 
1 long term of years, let me quote from 
i recent annual statement of one which | 
will be typical of all companies. Since 
ts organization 79 years ago it has paid | 


LIFE 


in death claims $753,000,000; it has paid 
to living policyholders 
it now holds in reserves, which you 
know belong to the policyholders, $1,- 
003,000,000 or a total to the credit of 
policyholders of $3,059,000,000. It has 
received from policyholders only $1,821,- 
000,000. Therefore it has paid out to 
and now holds for policyholders $232,- 
000,000 more than they have paid in. 
This represents the pront to policyhold- 
ers, being the interest earned less ex- 
penses incurred. That doesn’t sound 
like $2,000,000 paid in and $1,000,000,000 
paid out, does it? That answers the 
question as to what becomes of the 
money. And remember that all legal 


$1,307,000,000; 


ih 
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_H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Organization 
Methods 


Main Office: 40 Rector St., New York 


Equipment Standardization 
Personnel Modern Office Planning 


Western Office: 327 S. La Salle St., Chicago 











» “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’ 
buyer of “Easy Lessons in Life Insurance.”’ a text and review book with quiz supplement 
National Underwriter Company, 1362 Insurance Exchange. Chicago 


thus writes « 
sise The 
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Insurance Co. 


INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 





PRESIDENT 











HARRISON B. SMITH, President 


George Washington Life Insurance Company 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


CHARLESTON, WEST VIRGINIA 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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Sy HE Chicago National 
era Life Insurance Com- 
[S87] pany has special in- 
—“Z) ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of 1200 stockhold- 
ers in both States. 






Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwwriters Co. 


GENERAL AGENTS 


202 So. State St. Chicago, III. 

















PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 
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reserve companies can show similar 
figures. 

“Apparently, Mr. Nash would have 
us all buy annual term insurance renew- 
able for life. He cites the fact that 
$8.69 will pay the cost of insurance at 
age 35, $1.84 at age 45, and $13.38 at 
age 50. To quote him, he says—“it is 
beautifully simple, isn’t it?” But ap- 
parently all his prospects died at age 50, 
for he says nothing about the old boys 


60, $60.19 at age 70, $140.26 at 80, and 
so on to the bitter end. He says— 
“Beautifully simple!’ 1 say—*simply 
pathetic.” 


who would have to pay $25.92 at age | 


February 28, 1924 


“Mr. Nash speaks of the multiplicity 
of policy forms. I quite agree with him. 
We could fill everyone’s needs with only 
half a dozen well selected forms. But 
the public demands them. I presume 
Mr. Ford bewails the fact that there are 
so many makes of automobiles on the 
market. It is so confusing to the pub- 
| lic to know which one to buy. To pro- 
| tect the public from its own foolish de- 
mands there should be a law passed re- 

stricting manufacturers to only one 
| model, a tin Lizzie of course, and I pre- 
sume that would also be an annual re- 
newable model.” 














HARD WORK WILL ALWAYS WIN 





The accompanying cut 
appeared in the house or- 
gan of the Equitable Life 
of Iowa. The “Equiowa” 
is one of the best agency 
papers and brings out 
material of great value to 
the agents. The accom- 
panying cartoon is indi- 


cative of the hard work 





that agents are called on 
to do to win success. 
Splitting rails is a labor- 
ious task, but a man who 
is industrious will finally 
find that he has a big pile 
split. Systematic work 
in life insurance  intelli- 
gently applied will bring 
success every time. The 
trouble is that men do not 
| work with the earnestness 
of the rail splitter. Life 
insurance is not an easy 
task. It is not a “soft 
snap” to use the street 
veinacular. The life man 

— 
who sits in his office and 
waits for prospects will 
not have any such callers. 
He is by no means trying 
to “chop himself into suc- 





ANYBODY c'N BE A RAILI- 
SPLITTER LIKE LINCOLN 
WAS — BUT CHOPPIN’ 
Y’RSELF INTO SUCCESS 1S 


ANOTHER MATTER. 











cess. 


Persistent Follow-Up 
Plan Brings Business 


AYOR GOLDIE of the Madison 

Square branch of the Equitable 
Life of New York in New York city is 
writing a large volume of business on 
the follow-up method. Mr. Goldie led 
the entire company last week in large 
cases written, a policy for $150,000 hav 
ing been placed by him as a result of 
maintaining constant contact with his 
present policyholders. He has written 
$5,000,000 In recent vears In group insur 
nee, entirely the result of maintaining 


| friendly relations with old customers. He 





agent can think favorably of that institution. 
through a permanent connection. 
the representative in the long run. 


J.H. Leffler, Acting Pres TU John W. Dragoo, Secretary 





CIE IND 


The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
Permanent success can only be attained 
The companies that stay are the companies that pay 


WESTERN RESERVE LIFE INSURANCE CO. 


Harry H. Orr, General Counsel 


ANA 








has kept in close and friendly contact 
| with the old customers and immediately 
followed up every change that occurs in 
the business, particularly around the end 
}of the year. He has watched the part- 
nership changes in companies and has 
taken advantage of all such reorganiza- 
tions. In one case, by keeping in close 
touch with a certain concern, with which 
he had placed a policy, he learned that 
another gentleman was being taken into 
the firm. The new partner was antici- 
pating securing life insurance, but had in 
mind an old friend of his.’ Mr. Goldie, 
however, set the machinery to work im 
mediately that he learned of the change, 
and secured the prize. One of his large 
policyholders, a prominent merchant in 
New York, has taken more than $250,000 
in life insurance from Mr. Goldie, the 


result of continual additions of moderate 
amounts, made possible throtgh con 
i the part of Mr. 
In another case a small ash can 
k out a $3.000.a very 


tinual follow up work on 
Goldie 
manufacturer took 
small beginning, but a lead which later 
developed into the placing of $60,000 


Charles A. Whiteburch has been ap- 
pointed manager of the accident ind 
|health department of the Continental 
Casualty t San Francisco, succeeding 
George S. Johnson, resigned Mr. Whit 
|chureh has been with the Continental 
Casualty for several years as agency 
i manager at Los Angeles 
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JOHN HANCOCK MEDICAL DIRECTOR ' 
SPEAKS ON EFFECTS OF INSULIN 


OMMENTING on diabetes and its 
i} treatment with insulin, Dr. Wil- 

liam B. Bartlett, assistant medical 
director of the John Hancock Life, said 
at the recent meeting of general agents 
and superintendents of that company: 
“We are convinced that insurance com- 
panies will obtain more benefit from the 


effect of insulin in prolonging the lives 
of policyholders than they will suffer 
loss from issuing a policy to an occa- 


sional diabetic, who has prepared him- 
self by insulin treatment to deceive the 
examiner.” 

Girth Increases With Bank Role 


He led up to this conclusion with the 
following remarks: 

“Many of the applicants for the large 
are well-to-do-men who over- 
take little exercise, and increase 
their girth as they increase their bank 
roll. Frequently these individuals show 
a small amount of sugar in the urine. 
If the sugar is found but once it may 
be unimportant and due to some indis- 
cretion in diet. If found repeatedly, it 
may be of the greatest importance both 
to the applicant and to the company. 


policies 


eat 


To separate the fit from the unfit is 
our task and our method is the sugar 
test. We know it is a_ troublesome 


method. The agent, the examiner, and 
the applicant all dislike it; but we be- 
lieve the result obtained is sufficient to 
justify the means. It is of the utmost 
importance for the applicant to know 
whether he is a diabetic or not, and this 
test will usually tell him. 


Many Diabetics Being Treated 


“In the past three years we have 
given the test to 268 applicants; 151 of 
these were found acceptable and over 
$700,000 worth of business was written. 


If the test proves the applicant unac- | 


| to assimilate 


ceptable he is informed of th 


a letter which gives him va 
gestions as to treatment and 
amination. Thus even 
plicant receives benefit 

“No mention of 
complete reterence to il 


the reje 


today 
sulin. 
\ year ago this remedy was known only 


diabetes is 


without 
without 


is estimated 
are 


to a tew physicians; now it 
that over sixty thousand 
being treated with it. 


Diet 


diabetics 


Can Be Extended 


suffering 


to make use of 


the diet. He 


“As vou all know, a 
from diabetes is unable 
the sugar and starch in 
therefore gradually weight and 
strength. Insulin, however, when prop- 
erly given, gives the diabetic the ability 
sugar and varbohydrate 
Under insulin treatment he can 
greatly enlarge his diet and as a result 


person 


loses 


food 


tavorable cases rapidly gain in weight 
and strength. Do not get the idea that 
in insulin we have a cure for diabetes; 


such is not the case. Insulin is a valu 
able means to prolong life, but experi- 
ence shows that as soon as the patient 
taking insulin the 
before 


stops disease 


gwresses as 
Not Much Danger of Misleading 


“The question has been asked as to 
the danger of an applicant's diabetic 
condition being concealed by 
treatment suthciently to 
obtain insurance. 
hardly probable 
insulin show 


enable 
This is possible but 
Most patients taking 
sugar in the urine in small 
amounts. Moreover, I doubt if many 
people willing to make the many 
misstatements that would be required as 
to treatment, diet, etc. It is theoretically 
possible for an applicant to take a dose 
of insulin sufficient to offset the sugar 
given in the sugar test, but such a pro- 
cedure is very impractical.” 


are 








| TALKS WITH LIFE 


INSURANCE MEN 
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HE agency manager of a compagpy 

said the other day that in his opimon 
1924 would not be an extraordinary year 
for life insurance. He thinks that it 
will be just a usual year with presidential 
election on hand which will be some- 
thing of a handicap. The fact that 
Congress is tinkering with some import 
ant legislation that may affect business 
is having its effect. In his opinion the 
results of the year for each company will 
depend on the amount of pressure that 1s 


put on by the agency department li 
the field forces are properly stimulated 
and urged business will be ready. Ii 
they are allowed to lag business will 
sag. In the opinion of this man there 
Tore the results of the year are up t 


each company. 
x x 

[_!FE insurance general agents are 

not financing their new comers to 
the extent that they did in the past. At 
least this is the case with the more es- 
tablished companies Most general 
agents are called upon to give advances 
to some of their old men, but in 
like these they know the records of the 


cases 


rroducers and can gage their credit ac- 
cordingly. In case of a new man they 
ire taking but few on suspicion rhe 


vell seasoned agencies are not employ- 
ng Tom, Dick and Harry as 
some years ago The standard of 
life insurance salesmen has up- 
vard especially with the general agen- 
ces and companies of experience Gen- 
cral agents find that it is not profitable 

1 


to take on a lot of timber with no weed 


was the 


gone 


ng out. That was the process followed 
good many years ago. The general 
rents hired all comers and advanced 


About 
put on 
General 
sufh- 


They got stung. 


one 


uch money. 
9 percent of the peopl 
lrifted out of the business. 
gents are putting men through 


cient test and scrutiny to weed out those 
that on the face of it seem doomed to 
failure. Furthermore, general agents 
are staying with their new men longer, 
giving them more service, watching and 
training them 


more faithfully because 
they feel that one man who sticks is 
better than a 100 who try themselves 
| out for a few weeks and then drop off. 


aos life insurance managers that 
| have a number of small private of 





fices for their agents are allot g these 
offices to agents according t produc 
tion, These offices are different SIZ¢ 
and desirability of location The man 
ager sets a mark o1 each ofthe In 
order, theretore, to secure one of these 
othces a man must produce so much 
paid for business here 1s a minimum 
}amount required tor a_ private ofhce 
Unless this amount can be produced the 
agent must take s place out in the big 
room Phis pla has bes lt eh 
successtul i creates rT icentive 
mong the igents to get ccept ‘ 

uarters 

x * 
WELL posted lite ian wl 
merly a strong perso! l —P 

but who is now manager ot an 

said that it is very difficult for the head 
of an agency to do personal work and 
give conscientious § attentior to his 

: Men in the producing ranks 


have an ambition to become 
general agents. They may not have the 
qualities to make them good man: 

He finds after dealing with the men in 
his office he is unfitted to do 
work His 1 


mind off direct sales- 
manship. He 


gets 
there are num- 
erous problems coming up all the 
with an that he 


He gives part of his time 


said that 


in connection agency 


has to decide. 





insulin | 
him to | 


pro- 
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An Old Line Legal Reserve | 
Company has desirable General | 
Agencies available in_ Illinois 
and Missouri for men who can 
furnish records as producers and 
organizers. 


opportunity for the right men. | 


Care The National Underwriter 


This is an unusual | 


Address G-65 


———= 


| 














HOME LIFE INSURANCE COMPANY 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 


next birthday to 60 years. 


Industrial policies are late b 
Ordinary policies contain a valuable Disability clause and are 


GOOD CONTRACTS POR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
JOSEPH L. DURKIN, Secy. 


Endorsement. 


BASIL S. WALSH, Pres. 


e in full immediate benefit from date of issue. 
guaranteed by State 


OF AMERICA 


Incorporeted 1899 


JOHN J. GALLAGHER, Treas 
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Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


W S. BEARDEN. Secy-Treas 
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to training men. He takes time to get 
prospects for his agents. He has to 
finance some of them. There are a mul- 
titude of matters that have to be dis- 
posed of. This work he said is not 
conducive to preparing a man mentally 
for selling in the field. If a general 
agent has but one or two sub- -agents, 
of course, he can do much in personal 
soliciting. If, however, he has anything 
like a large agency, his time must be 
well occupied in handling his men. He 
cannot do justice to them and be much 
of a personal producer. 
x * 
ENERAL agents of life companies 
have different views regarding the 


time they should spend in writing per- 
sonal business. W. W. Williamson, 
manager of the Phoenix Mutual Life at 
Chicago, wrote something like $600,000 
last year in personal business and this 
year expects to do $1,000,000. Mr. Wil- 
liamson feels that it is of great advan- 
tage to a general agent to write personal 
business so that he can keep his appe- 
tite well whetted, can keep in contact 
with the outside field, learn conditions 
at first hand and know what the men 
are confronted with. In taking charge 
of a general agency, however, Mr. Wil- 
liamson said that in his opinion it pays 
a man to stay inside very religiously for 





two years until he masters the problems 


Home Office Opening | 


One of the oldest and strongest of the eastern life in- 
surance companies has an opening for a young man of 


character and stability in the Agency Department of 
its home office. 
If you can qualify on the basis of the following descrip- 
tion, submit your application, giving full details, to- 
i} gether with a photograph. All applications will be 
treated in strict confidence: 
|} Qualifications: 
(1) Age: 25 to 35. 
(2) Education: College graduate preferred. 
(3) Experience: Record of successful results in life 
insurance selling or agency management. 
The Position: 
The position will give some young man the oppor- 
tunity to develop in field and home office agency 
work. Salary to start will be based upon the experi- 
ence and record of the applicant selected. His future 
with the company will be entirely dependent upon 
| himself. 
i] 
Address replies to H-58, care The 
National Underwriter 
! 





ASSETS 
Office Property 
Other Real Estate 
Mortgage Loans 


ASSETS NOT ADMITTED 


Admitted Assets 





Total Liabilities 
Surplus to Policyholders 


LIFE INSURANCE 
ACCIDENT INSURANCE IN FORCE 
LIFE INSURANCE GAIN DURING 1923 


PAID FOR DURING 





Abstract from the Sworn Official 


STATEMENT AS OF DECEMBER 31, 1923 
OF THE 


FARMERS NATIONALLIFE INSURANCE CO. 


OF AMERICA 
CHICAGO, 


ry ie... a wdens seas ebanka venue 127 027.87 
EE EE CEO en CON ME 34,800.00 | 
“a in Office 8300.00 «| 
Cash in Bank 32,889.16 
Bank Certificates of Deposit 18,000.00 
Interest Accrued aa 7 : phen a adiaaral 46,542.18 | 
Uncollected Renewal and Deferred Premiums, Less Loading 96,840.54 
Furniture and Fixtures . oe sees 
Printing and Stationery 
Agents Balances 

Gross Assets | 


Furniture and Fixtures, Printing and Stationery, 


LIABILITIES 
Reserve or Policies 
ve r Policy Benefits not vet due 
f leath losses 
s eit to a t terest 
s Paid in A 


Life Insurance in Force, December 31, 1923, $29,663,387.00 


DECEMBER 31, 1923 


ILLINOIS 


$ 89,000.00 
54,884.41 
1,523,320.72 





Agents Balances, etc 35,459.89 | 


$2,021,759.16 


$1 501,327.16 
3,785.63 
6,000.00 


17,686.60 
4,430.00 
789.38 


$ 9,481,179.00 
13,966,206.00 
3,990,7 46.00 














of agency administration. After he has 
gotten his bearings and feels master of 
the inside he should then get an as- 
sistant on whom he can place responsi- 
bility for handling the detail work. This 
assistant can do much in helping train 


new men. In this way the general agent | 


will have an opportunity to get outside 
and write personal business. 
liamson feels that the subagents have 


more confidence in a general agent who | 


is doing personal work and therefore is 
acquainted with at. their problems, 


W. WIL L [AMSON, Chicago 

manager of the 
Life, says that he is not taking on any 
new men without about three weeks’ 
preliminary training. He 
material 
insurance. He employs men who al- 
ready have a position. Mr. Williamson 
does not believe in hiring men who are 
out of a job. 


start to work on life insurance they are | 


given a course of instruction. They can 
go over this evenings and at odd times. 
Once a week they 
fice and are given an examination on the 
work they have covered. At the end 
of the three weeks’ time they must then 
give up their position and start solicit- 
ing life insurance, giving all their time 
to this work, Mr. Williamson does not 


believe in trying a man out while he is | 


still working at his old job. He feels 
that a new man should get into the at- 
mosphere of insurance when he starts 
to work. He should be at the office, be 
in contact with the manager and his 
assistants, be given every stimulus and 
aid that he can. 
life insurance 
else. 

Mr. Williamson was asked as to how 
the men who had taken the home office 
training course worked out in a prac- 
tical way. He believes that this course 
is valuable and that the men who take 
it have an advantage. They have a 
stronger mastery of their subject and 


and not on something 


meet objections more intelligently and 
can answer questions accurately. The | 
big problem is to cut down the agency 


mortality. Every manager has this prob- 
lem before him. The modern general 
agent who is anxious to accomplish the 
most, will not hire all the men that come 
to him. He will make his selection. He 
will eliminate what seems to him to be 
the impossible. The preliminary train- 
ing and the following up of men are es- 
sential these days. The men who get 
a better start are better able to hold their 
own and follow through. The agency 
mortality even under the most advan- 
tageous conditions is heavy. 


Tulsa Bank Official 
Pays Notable Tribute 
To Life Insurance 


ICE-PRESIDENT W. O. BUCK 
V oi the Central National Bank of 





Tulsa, Okla., in a talk before the 
Tulsa Association of Life Underwrit- 
ers declared that the building and 


maintaining of credit is one of the 
functions of life insurance. He said that 
credit and confidence are practically in- 
separable companions. He asserted 
that each day brings an increased senti- 
ment in favor of and a stronger de- 


mand for proper life insurance on part | 


of those who seek credit. 

The young man who is starting in 
life, he said, should carry life insurance. 
He possesses a commercial value meas- 
sell by dollars. It is important in de- 
termining whether he is worthy of as- 
sistance. 
ness judgment, of a fixed purpose, a goal 
for which one is striving. It is an evi- 
dence of an honorable determination to 
provide protection for one’s dependents. 
It gives a feeling of security and con- 
tentment which is necessary to the man 
who has been seen 

Mr. Buck said that through the busi- 
ness depression following the war there 
were numerous instances of the practi- 
cal value of life insurance coming to 
the notice of the banks. He 


Mr. Wil-| 


Phoenix Mutual | 


secures his | 
from other channels than life | 


Three weeks before they | 


are called to the of- | 


His mind should be on | 


It is evidence of good busi- | 


said that 


the thrifty man has found his life in- 
surance a tower of strength in time of 
business depression. Mr. Buck said that 
many times in the past few months a 
life insurance policy has been the basis 
| for an advance of funds enabling the 
man who is struggling to keep up the 
payments for his home, to furnish the 
| comforts and necessitates demanded by 
| illness or to maintain his household. 


Business Insurance 


| Mr. Buck paid his respects to busi- 
| ness insurance calling attention to the 
| value of this protection where any cor- 
| poration or activity is largely dominated 
by one man who is a tremendous factor 
in its success. 
A case came to his notice a few days 

| ago. There was offered to a certain 
| Tulsa citizen the opportunity of a life- 
| time, but in ‘ts acceptance involved the 
| payment of a sum of money consider- 
excess of $100,000. The man 
so large a sum in avail- 
Neither did he have the 
collateral to offer, other than a clean 
record of honesty, industry and effi- 
ciency in a like line of business. Be- 
lieving in him and his ability to make 
good if he lives, the owners accepted 
his note with the entirely reasonable 
requirement that he insure his life in 
favor of the business for a sum equal 
to the obligation. Mr. Buck said that 
given his health and life for a few years 
this man will own a splendid business. 

3usiness insurance enabled him to step 
out of the ranks of a salaried man onto 
| the road and create a business for him- 
| self. 
| 
| 


Tells What Constitutes 
An Insurable Interest 


York com- 
insurable 


ably in 
did not have 
| able funds. 
| 
| 








HE Equitable of New 
ments on the subject of 
interest as follows: 

“While it would be difficult to define 
with precision what might in a given 
| case constitute an insurable interest, 
this, generally speaking, may be _ de- 
scribed as such interest arising from 
the relations of the beneficiary to the 
insured as may jus tify a reasonable ex- 
pectation of advantage or benefit to the 
tcrmer from the continuance of the life 
of the latter. If a person’s death is ex 
pected to cause a pecuniary loss, it 1s 
legitimate to cover that loss by a life 
insurance policy. If, therefore, the 
proposed beneficiary has a pecuniary in 
terest in the continuance of the life to 
be insured, such interest ordinarily will 
afford a proper basis for the issuance 
of a policy, although there are other 
interests, such as the interest of a wife 
in her husband, which naturally cannot 
be appraised in terms of money, but 
which more or less will justify the 
granting of a policy. Other types of 
msurable interest familiar to the life 
underwriter are the interest of a debtor 
in the life of a creditor, and the inter- 
est of business concerns in those upon 
whose lives the success of the business 
to a material extent depends. 

“Cases which do not, on 
Present a proper insurable interest are 
likely to be regarded as_ speculative 
Hence it is important in such cases that 
furnished with full infor- 
of the insur 





their face, 


a company be 
mation as to the purpose 
ance. 


Has Leap Year Day 

Friday of this week being Feb. 29 and 
therefore “Lear Year Day” the Equit 
able Life of New York makes it pos 
sihle for an agent to ask his prospec 
“whv not make it a red letter dav by 
writing your name on the red dotted 
line.” This is on a very ingenious cover 
for the regular application form which 
cover has at the top a calendar for Feb- 
| ruary with the 29 printed in red The 
| cover is cut so as to onlv show the date 
| and dotted line for applicant's signature 
| and constitutes a first class “attention 
| arrester In red, on the bottom of the 
} 


cover, is “Leap year comes but once 
every four years. Life Insurance on 
for you mav come but once in a lif 
time. Possibly today is that day’ 





— 





ur 
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MODERN BUSINESS GETTING METHODS 





Darby Day Tells Advantages of Income 
Plan and Points Out Avenues for Real 
Service in Talks at Denver Congress 


for the Mutual Life of New York, 

was the principal speaker at the 

Denver sales congress last week, giving 

three separate addresses, all of them 

crammed full of inspiration suggestions 
for the life insurance salesman. 

At the morning session Mr. Day spoke 


D ‘er th A. DAY, Chicago manager 


on “Monthly Income—the Life Insur- | 


ance Yard Stick.” It was one of those 
informal talks sprinkled 
reminiscences and effective in high-lights 
illuminating the danger of leaving lump 
sums of money to a man’s widow. 
sincerity of Mr. Day in his ringing state- 
ments of fact, romance and humor made 
an instantaneous appeal and it was 
agreed by all that never before had so 
inspiring a talk been given in Denver 
on the avenues of real service in life 
insurance work. 


with personal | 


The | 


Mr. Day said that every sincere life | 
insurance salesman should get the view- | 


point that he is the representative of the 


beneficiary and nobody else; that his 
conduct should be governed by the 
sacred trust of one who knows how to 
idvise those ignorant of what is sold 
them. 
High Lights in Talk 
on Monthly Income 

Some of the high-lights of his talk 


were as follows: 

“In the handling of lump sums of 
money every man thinks he is smarter 
than his wife. Ask any man about this 


ind he’ll admit it. Yet when you sell 
him lump sum life insurance you con- 
tradict that fact, for you credit him 


with possessing less financial sense than 
his widow is going to possess in prop- 
erly investing the returns from that sort 
of life insurance, 

“It is the duty of every life insurance 
salesman to try to secure the consent of 
every beneficiary to take advantage of 
the optional settlement privileges at the 
time death proofs are taken. That is a 
poor time to do it but better late than 
never. The right time is to make the 
arrangements with the purchase of the 
insurance, not with the beneficiary 


Sell Guaranteed Income 
and Get New Vision 


“Only about 4 per cent of the 
of the people of this country goes 
life insurance. The other 96 per 
goes into other things. The percentages 
look wrong but it must be remembered 


income 
nto 


cent 


that life insurance is an annual pay 
ment Eighty-seven per cent of the 
estates left during the past ten vears 
were liquid hie insurance funds. Much 
of this monev was lost through unwise 


speculative investments made by those 


it skilled ir handling money 


‘Trv to sell a man a guaranteed in 
come of $10 a month for his wife as 
long as she lives and you will get a new 


It is a small 
actually 
absolute 


of this thing 
imount but mightv few men are 
roviding even that trivial 

nonthly certainty for their widows 


vision 


Can’t Trust Child to 
Invest Money Wisely 


.* 

‘It is the life man’s detyv to arrang 
that Ife insurance shall doa wht is ex 
ected of it in the right wav. The right | 
iv is to invest it in income for the 
imilvy and thereby arrange it that no 
iends or relatives can set asic that 
lesirable plan No man can trust his 


vet that 1s 


sell 


hild to invest monev wisel 
; proposed when 
insurance for dependents 

hundreds, vea thousands otf 
investment chances ot 40 
not 10 per cent are tn 


nat is heing vou 
mp sum 
Of the 
recessful 
“ars success 


ago 


ful existence today. Life insurance pro- 
tects all the funds of its sacred trust in 
a brotherhood of security and absolute 
certainty. 

“Less than 2 per cent of the great 
volume of life insurance in force is pay- 
able on the monthly income plan. On 
whose advice will the widows, who are 
to receive these enormous lump sums, in 
many instances being amounts greater 
than they ever before owned, have to 
rely if not on the life insurance man? 
It is his duty to uphold the integrity oi 
the system by representing, not only the 
company he sells for, but the child and 
the widow he is serving through the 
applicant. 


Wise Salesman Won't 
Talk Surrender Values 


“If we could assemble in convention, 
say 2,000 widows in this country, | do 
not believe there could be found among 


them as many as 100 who are able 
financially to undertake to pay out $10 


a month for ten years, and 1f they can’t 
afford to pay it, God knows they need 
it! 

“The wise insurance salesman will not 
talk surrender values to a buyer. He is 


the represntative of the beneficiary in 
this transaction and not a medium for 
arousing in men the instinct to put 
money into their own pockets.” 
Glorifies Service That 
Life Insurance Performs 

At the afternoon session Mr. Day 
spoke for an hour and a half without 


any specific subject assigned but glority- 
ing the service which life insurance 
forms. He urged that life men develop 
a more sympathetic connection with the 
company home office officials and give 
them the benefit of their ideas, especially 
regards policy forms, The day 1s 
coming. he said, when it will be recog- 
nized that the field men are the ten- 


as 


tacles of knowledge to assist in fitting 
life insurance to a new era of things 
Among other things he said 

“Life insurance is the basis of Amer- 


ican economics. Few people can meet 
the immediate exigencies of death. The 
demands of government are staggering. 
No other country on the face of this 
green earth taxes death the United 
States does 


as 


Cites Possible Tax on 
Henry Ford Estate 


“When Henry Ford dies he will leave 
1 hell of a mess and his son Edsel will 
have a hell of a time of it Ii I am 
correctly advised Ford's vast wealth 


will be laid under tribute bv every state 
in the U and it is estimated that 85 
per cent of it will go to the government 
f taxation 

“We none of us have any sympathy 
for Ford in this matter. Neither he nor 
hi believes in hfe imsurance Yet 
Henry Ford has permitted his publica- 
print a slanderous Iving attack 
ie msurance 


“li Barnum 


nion 


in some torm of 


s son 


alive he would find 
Henrv Ford a fine attraction in explor 
ing life insurance, he and his 


d be headliners in the side show 


were 


for son 


wou 


Te-m Policy a Ford: 
Endowment a Rolls-Royce 


The ditference between a_ ten-year 
term policy and a ten-vear endowment 
is the difference between a Ford and a 
Rolls Rovee The owner of the Ford 
can rattle along for ten vears and at the 
end the damned thing is through So 
with a term policy The owner of the 


Rolls-Rovce can take his ease and com 


per- 











| 


| 


fort and enjoyment during all of those 
ten years and at the end he will still be 
In possession of a piece of machinery 


worth more than he paid for it. That's 
like the endowment. 
“No matter what the population or 


the character of your territory, there is 
always one appeal to present to a man 
and you'll never find any 
it. Just ask one simple question: ‘Show 
me 2 better investment than life insur- 
ance.’ It can’t be done.” 
Life Insurance Placed 

On Plane With Church 


Mr. Day sprinkled throughout his talks 
personal experiences and intimate human 





| 


come-back to | 





At the banquet he talked of “Life In- 
surance as a Career.” It was another 
angle of the same idea in proof of his 
loyalty and devotion to the work he 
serves. He compared the life insurance 
man’s mission with that of the church 
and the minister, saying that in his opin- 
ion lite insurance accomplishes much 
nore for humanity than the church does 
although not discounting the great good 
for men’s souls which religion achieves 
With life insurance, however, both the 


body and the soul are served and the 
future welfare of children and widows 
made secure The career of life insur- 


ance selling he afirmed to be the very 


highest form of human activity, based 


stories of his own observations of men } on the principle that doing for others 
and events. Both talks were uplifting | instead of doing tor himself is the 
and inspiring. greatest service any man can perform 
CRISP ANSWERS TO OBJECTIONS 
Thomas Murphy of Philadelphia Life Takes Up Those Most 
Commonly Offered 
= —J 


N an address to the Plico Club of the 
Philadelphia Life, Thomas Murphy, 
new president of the club and a big 


producer, considered a iew objections, 
as follows: 

1. Delay.—The plea for time is usu- 
ally nothing but a pretext; you have 


failed to awaken a desire for the policy 

You are throwing away your oppor- 

tunity if you accept a man’s excuses be 
you have displayed your policy 


> * > 


1ore 


2. “I'll give you my decision tomor- 


row.”—Y ou say to Mr. Prospect “To 
save your time and mine, I'll hill in 
your application and make the appoint 
ment tor the doctor to see you, but 
should you decide you don’t want to 
go ahead, phone the doctor; it will be 
ill right with me.” The chances are 
he will not phone the doctor 
> ol 


3, “Come back and see me some other 
day.°—Y our an . 


swer 1s u 


ppose 


' 








your fire insurance policy expires to 
day The house may burn down to 
night. Of course, you'd phone your 
agent to renew your policy You can't 
consider the insurance on your lite less 
important than insurance on your! 
hor C ” 
> > > | 
4. “I can’t afford it.”"—“If you could | 
afford it, how much insurance woul 
you take lf ve were going t 
sure, what kind of policy would you 
take lf I could arrange this tor 1 
who would you make the beneficiary 
> > > 
5. Prospect says he wouldn’t carry 


less than $5000, but can’t afford it now. 


You answer him Perhaps you are 
thinking of expensive insurance, I'd 
advise ordinary life: this calls tor only 

small deposit yearly You now have 
$5000 surance ind when vou have | 
more money, if you so desire, you 
could change to 20-p life or 20-vear 
endowment thout medical examina 
tion,” 

> * > 

6. “I have no one dependent upon 

me.”—"“Do you realize that before many 


vears there will be an old man depend 
ent upon you; that is vourselt?” 
> > > 
7. “I am a single man.”—“You are 
making today more money than you 
need to spend on \ selt When vou 
marry it may be hard to earn all that 
1 must spend Insure now and get 
st ted while vou can att d it 
> > 


s. “I prefer 


to carry my own insur- 
ance."—"Mr. Prospect, woul 


d it bother 


vou to pay your monthl bills this 
onth if vou were to lose vour salary 

If it would bother vou to get along 

while vou live, how would vour tamil 

manage m event ot \ 1 leat! ’ 


Phroughout 
money, tor 


your life you aim to make 
two reasons (1) lo wet 
to support you while you live 
make an estate to leave when 
Both of are uncertain 
know successful you 
to be, nor know how long 
to live. Life insurance 
certain As soon you 
you have an estate to 
die; should you live 
an estate to support you in 





these 
how 


as 


you 





> > > 
%. “I already have $5000 insurance.” 
‘That will not pay your wife 80 cents 
a day i she ts tortunate enough to in 


vest it at 6 percent, Suppose your sal 

ary is $3000 That is 6 percent on 

$50,000. If you owned a building worth 

$50,000, would you insure it for only 
$5000 What's the difference?’ 

> > > 
10. “I’m in good health; I’m not 
‘lf you 


going to die.”"—The answer is 


vere not in good health, our company 





could not insure vou The American 
Table of Mortality indicates that out 
of 1000 healthy men at age 30, nearby 
200 will die during 20 years: but we 
ck ’t know als will be 

whe either do 
" I carry the 

. ot his ) 200 is too 

wreat a urde 
> > > 
| 11. “Let my children support them- 
selves. I had to hustle. Why shouldn't 
they?”"—"“You will leave three things 
behind you: your business, your family. 
your memory and that’s about all 
most men have to leave If you die 
wit! t life surance, the chances are 
\ vill leave them all in a bad fix 
whereas, most of vour hfe has been 
spent in the struggle to place them in 
" od positior 

Mr. Murphy's secret of salesmanship 
is Don't argue; demonstrate.” 

One of the most important requisites 

r happy and successful business 
career is a clean mental and physical 
concept of l « 

I 1? 1 great behever m the three 
cighths division of the twenty-tour hour 
day ht hours for work, eight hours 
for sleep and eight hours for refresh 

ent and recreation. If I have varied 
t from this it has been to work a 
little longer and to use less time for 
ecreatior Roosevelt 

\ man who has that presence of mind 


wl h can br gr to him on the instant 
ll he knows, is worth for action a 
lozen men who know as much, but can 

ly bring it to light slowly.—Emerson 











TRIBUTE TO LIFE INSURANCE 





Commissioner Caldwell of Tennessee 
Tells of Beneficent Part It Plays 
in Life of Nation 


NASHVILLE, TENN., Feb. 
“Life insurance as a profession or busi- 
ness is the peer of any,” was the state- 
ment of A, S. Caldwell, commissioner of 
insurance, in addressing the annual 
agents and superintendents’ conference 
of the National Life & Accident. 

“And other institutions are doing so 
much for the upbuilding and protection 
of the home and its loved ones?” he 
asked. “Do you know of any other busi- 
ness that has stood the stress and strain 
during the times of depression, follow- 
ing the war and the flu epidemic as has 


26.— 


the life insurance business?” While 
banks, trust companies, merchants, 
manufacturers and other classes of busi- 
ness failed and were forced out of 
business, not an old line, legal reserve 
life insurance company failed, nor did 
the beneficiary have to scale his claim 


one dollar. 

“We are a nation of spendthrifts,” Mr. 
Caldwell continued, “and a spendthrift 
not necessarily the man who spends 
his thousands and his millions, but he 
may spend only his dimes and his dol- 
lars. A spendthrift is a man who 
spends his margin. 

“No self-respecting man _ will or 
should consent to marry and bring chil- 
dren into the world if he feels that their 
support hangs wholly on the thread of 
his own life and that should that thread 


Is 


be broken they would be doomed to 
want and poverty. 

“What does insurance mean to the 
family of the poor man? It means a 


time margin for the widow, who can ad- 
just herself to the new conditions: she 
can live wholly on the proceeds of the 
insurance, if it be ample or if it is not 
altogether adequate, she can supple- 
ment it in such way as judgment freed 


THE 


from panic may suggest. It means that 
she may still keep her home. It means 
that the children will not have to quit 
school and that they are insured prep- 


| aration for some high life work and will 


not be thrust in immaturity and unfit- 
ness into the struggle for subsistence. It 
means that while life may not go on un- 
saddened, at least life may go on with- 
out violent dislocations and they may 
be fitted for a worthy work to be done.” 
= 


Prudential Ordinary Leaders 

C. A. Foehl, the New 
York City office of the Prudential, 
stands first among the company’s list 
of ordinary managers in the production 
of new business in 1923. Van Fleet & 
Kerr of Newark, N. J. are second and 
John R. Irby of Cincinnati third 
Walter Klein, a new agent of Mr. Irby 
only with the company the last three 
months of 1923, stood third on the list 
of the company’s personal producers 
with $1,375,000 new business to his 
credit for 1923. 


manager of 


is 





Exempt “Benevolent Mutuals” 


‘Benevolent mutual life Insurance as- 
sociations not operated for profit, whose 
business is purely local and solely for 
benefit of its members,” would be ex- 
empted from tax under an amendment 


to the new revenue bill adopted during 
the consideration of the measure adopted 
in the lower house of congress last 
week. The chairman of the ways and 
means committee insisted that provision 
for such companies already had been 
made and that the amendment would 


complicate the bill, but it was supported 
by Democrats almost solidly, joined by 
a number of Republicans 


Occidental Life Figures 

Occidental Life of Los Angeles 
its statement for 1924. Its 
Jan. 1 were $5,204,052, insurance 
force $48,664,246 and ween Toe to pol 


The 
has issued 
assets 
in 





The Queen of the West 


ghanies 


tain Square-- 


& Gamble, 
the machine tool industry 
market 
many other staples. 


Home of Proctor 


of 


America 


Cincinnati’s diversified 


it readily. 


Apply, 


A purely Mutual, 





CINCINNATI, OHIO - 


The oldest large city west 
an important gateway to the growing South. 


Over six hundred thousand people live within 20 miles of 
over four hundred thousand within the city limits. 


of 


America—the second largest pork 


industries 


a center for clothing, boots and shoes and 
are thoroughly established. 


Her people are trained to demand sound life insurance and buy 


The right man can secure a General Agency of the Register Life 
Iowa for Cincinnati and surrounding counties, under a con- 
tract which will enable him to finance himself on a sound basis. 


confidence, 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 
DAVENPORT, IOWA 


Legal Reserve Company—with an Unusually 
Low Net Cost 


of the Alle- 
Foun- 
of 


Globe-Wernicke, 


the center 


to 
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icyholders $478,718. Reserves on life 
policies were $4,491,525 and on accident 
policies $ 20. Its premium income in 


53,7 






the life ‘department Was $1,501,259 and 
in the accident department $227,839. 
New business written during 1923 was 
$12,797,995. 


February 28, 1924 


The new figures show nice increases 
all along the line. The gain in insur- 
ance in torce was $5,500,000, and in as- 
sets $825,000. The growth of the com- 
pany is steady and substantial and its 
new statement shows it in excellent 


condition. 


LIFE INSURANCE COMPANY COUNSEL 
TELLS ABOUT THE INCOME TAX 


HE National Life of Vermont has 
some valuable information as to the 
application of the federal income tax 
law to life insurance especialy in regard 


to corporation insurance. ‘lhe general 
counsel of the National Life received a 
letter from one of the general agents 
as follows: 

“Please let me know what is the 


present ruling of the revenue department 
concerning premiums on corporation in- 
surance in relation to the income tax 
paid by the corporation. When are they 
deductible?” 


The answer of the legal department, 
slightly modified to include the cases 
when premiums are paid by an indi- 


vidual and for purposes of publication 
follows: 

‘The general rule that life insur- 
ance premtums on corporation insurance 
or business insurance are not deductible 
as a business expense, the statutory 
provision relating thereto being sub-divi- 
sion 4 of section 215 of the Revenue Act 
of 1921 and reading as follows: 

‘That in computing net income no 
deduction shall in any case be allowed 
in respect of — premiums paid 
on any life insurance policy covering the 
life of any officer or emplovee, or of any 
person financially interested in any trade 
or business carried on by the taxpayer, 
when the taxpayer directly or indir- 
ectly a beneficiary under policy.’ 


1s 


is 


* _ ™ 
“The regulation of the commissioner 
of internal revenue explanatory of this 
section of the statute reads as follows: 


‘Premiums paid by a taxpayer on 
an insurance policy on the life of an 
officer, employe or other individual 
financially interested in the taxpayer's 


the purpose of protecting 
from in the event of 
death of the officer or employe insured 
are not deductible from the taxpayer's 
gross income. If, however, the taxpayer 


business for 


the taxpayer loss ot 


is in no sense a beneficiary under such a 
policy, except as he may derive benefit 
from the increased efficiency of the 


officer or employe premiums so paid are 
allowable deductions.’ pia 
“Pursuant to this statute and under 
this regulation an opinion of the solicitor 
of internal revenue, quoted below, points 
out the application of the provision 
where a loan has been made and insur- 
ance taken out to protect the loan, the 
proceeds to be applied, if paid, in satis- 
faction of the loan: 
* * » 
partnership, or individ 
ual taxpaver who takes out a policy of 
life insurance on the life of an officer, 
partner, or employe, or on the life of the 
individual taxpayer, in favor of a lender 


‘A corporate, 


in order to procure a loan is not entitled | 


the premiums paid on such 
in the event of payment of the 
such proceeds will be applied 
of the obligation of the 


to deduct 
policy if, 
proceeds, 
in satisfaction 
taxpaver.’ 

“Your letter asks in what cases these 
premiums can be deducted As shown 
above the general rule is that they can- 
not be deducted but to this rule there 
are some exceptions which are, however. 
verv infrequent occurrence. In the 
following cases premiums are deductible 
from the gross income in determining 
the amount of income subject to the 
federal income tax. 

* 7 . 


ot 


“1. Premiums paid on group insur- 
ance. 

“9 Premiums paid by employer and 
taxpayer on individual policies of em- 
ploves where the taxpayer retains no 
direct or indirect beneficial interest 


therein. This is quite similar to group 


| the 


| premium 


the 
con- 


in this 
taxpayer 


that 
the 


insurance except 


paid by 


case 


is 


| sidered added compensation to the em- 


ploye and should be included as income 


by the employe in his return. 
“3. Premiums paid by an individual 
of technical ability who is associated in 


partnership with another person or per- 
providing financial support to the 
business, where the former, in order to 
secure said support, must insure his life 
in favor of the latter. This deduction 
is not available where the proceeds are 
intended to be used directly or indirectly 
for the satisfaction of contracts or other 
pecuniary obligations. This case would 
ordinarily be one where the personal 
efforts of the taxpayer are essential to 
success of the business and it is 
the loss resulting from the discontinu- 
ance by death of his association with 
the business against which the partners 
require the taxpayer to insure. The pro- 
ceeds of the insurance are made payable 


sons, 


|to the partners and inasmuch as the 
payments of the premiums by the tax 
payer are necessary to the operation of 
his business, such payments are allow- 
able deductions as business expenses in 
his income tax return, Needless to say 
this is a case of very rare occurrence. 


“4. Premiums paid by a taxpayer, 
whether a corporation or an individual, 
on an insurance policy, covering the life 
of a person who not an officer or 
emplove of the taxpayer and who is not 
financially interested in any trade or 
business carried on by the taxpayer 
where the policy has been assigned to 
the taxpayer as security or additional 
securitv for a loan granted by the tax- 
payer to the assignor of policy and the 
taxpayer finds it necessary to pay the 
premiums in order to protect the loan, 
are deductible as an ordinary and neces- 
sarv business expense. 

“5. Fremiums paid on a life insurance 
policy are allowable deductions from 
gross income when the beneficiary 1s a 
charitable corporation exempt from tax 
provided the beneficiary named cannot 
be changed at the option of the insured 
and the sum the annual premiums 
plus the allowable charitable contribu- 
one does not exceed 15 per cent of the 
taxnaver’s net income. 

“The conclusion of the whole matter 
seems to be that in most cases it 1 
safe to sav that premiums paid on life 
insurance are not deductible from gross 
income.’ 


18 
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Never put vour hand out further than 


you can draw it back. 


Honor C. W. Wilson 





C. W. Wilson, assistant superintendent 
in the Clinton office of the Prudential, 
| was the guest of honor at a banquet last 
week in celebration of his 15th anniver- 
sary with the company The banquet 
also marked the conclusion of a contest 
between the two assistancies, which was 
won by the group working under Mr 
Wilson 

Life Notes 

Harry R. Kendall. president of the 
Fidelity Life & Accident of Louisvillé 
has gone to Eustis. Fla.. where he will 
spend a month or six weeks 

James TD). Crump. a director of the At 
lantic Life. died at his home in Richmond 
a few days ago He was one of the lead- 
ing business men of the city 

Aaron J. Cole, a special representative 
for the Mutual Life at St. Louis. cel 
brated his golden weddine anniversary 
on Jan. 30. A few years after their mar- 
riage in Potsdam. N. Y.. Mr. and Mrs 
Cole became pioneers in southwestern 
Nebraska, making the trip from Omaha 
in a covered wagon 
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PEORIA LIFE 
INSURANCE COMPANY 


offers to its agents 
, 
& program of constant 





Joseph F. Skri . — 
A heen Life ee all ~year~round service —~ the ! Co-operation 
always has plenty of **bacon. practical kind of service that oom oe 
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makes them successful 


—=—=— and prosperous. 
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“Bringing Home The Bacon’ 


In February we think of the birthdays of Washington 
and Lincoln, and—if you are a Peoria Life agent—of Bring- | 
ing Home the Bacon. 
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“Bringing Home the Bacon’’ is the liveliest, rousing- \\\ 
est agency contest in life insurance. Every thousand dollars a) = 
of February business means a fat “pig”, and every “pig” a — 
means dollars in a Peoria Life agent’s pocket. \\ = 
{i = 
“Bringing Home the Bacon’’ follows up closely the }) = 
practical plans outlined in January—stimulates Peoria Life | = 
Agents to push ahead with a vim in 1924. There's some- i E 
thing interesting doing every month in the Peoria Life Agency My = 
Force. In February we are Bringing Home the Bacon. ‘\ = 
iM E 
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Directed Energy 


Progress of the right sort is essential. Mis- 
directed energy that plunges forward un- 
guided predicates ruin. But energy rightly 
directed and carefully guided is a direct 
assurance of progress. 





The Central Life of Illinois has shown 
progress in the past and it is continuing to 
do so. It is abreast of the times. The 
policy forms are up to date and conserv- 
es Oy ey ative with standard forms of Total Dis- 
set ability and Double Indemnity Clauses. 

There are no “freak” forms. The business 

Agency Openings in principles of The Central Life are carefully 
Illinois directed to serve the policyholder and the 
Minnesota agent with specific and valuable coopera- 


Kansas tion. 
lowa 


South Dakota ; 
Texas There is value in a Central Life agency 


Missouri contract. 
Nebraska 


Michigan 














The Central Life Insurance Company of Illinois 


720 N. Michigan Avenue 
CHICAGO, ILLINOIS 











